the historic capitol of Illinois has its modern Hotel 
Sate unexcelled service. 


INTER Century Beinch b hotel type ceiling fans are being installed 
hroughout the house. 


HUNTER FAN & LELAND HOTEL 
V E N 8 [ 4é A ze I N G ~ SPRINGFIELD 
COMPANY, INC. — 


Factory: FULTON, 


General Sales Offices: Memphis, Sterick Bldg. 
Eastern Sales Office: New York, 92 Warren Street 


Sales Offices: 
DALLAS PHILADELPHIA BOSTON 
DETROIT CLEVELAND ATLANTA 
CHICAGO NEW ORLEANS PITTSBURGH 
WASHINGTON 








Buried alive-- 
yet fixed for life 


% That's what happens to wire that finds a home in 
Buckeye Conduit. 


No rough or flaked lining will chafe its insulation. 
No flats on the inside of an elbow will pinch the 
wire. The grounded circuit will be continuous be- 
cause Buckeye threads are always clean, for a per- 
fect fit. 


From the ore in the earth to the finished material, 
Youngstown manufacturing control is positive and 
precise. Buckeye Conduit is the only conduit in 
America made complete by one organization. That 
close supervision is your best assurance of an always- 
satisfactory, absolutely-uniform product. 





Buy Youngstown Buckeye Conduit and you'll save time 
with faster coupling and less resetting of bends, hence you'll 
make more profit on every job. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


Manufacturers of Carbon and Alloy Steels 


General Offices - - - YOUNGSTOWN, OHIO 


Conduit - Pipe 


and Tubular Pro- 
ducts - Sheets - Plates | = i ’ 
Tin Plate - Bars - Rods : ‘ ; ; 
Wire - Nails - Unions | 
Tie Plates and Spikes 4) | 
26-4A ft nd : 3 Poet q : : 
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Superaging 
Heat Resisting 


Moisture Ress ting 


PERFORMITE 


THE MODERN RUBBER INSULATION 


By all known accelerated aging tests Perfor- 
mite rubber insulation is far ahead of any 
other commercial insulation. It is non-cor- 
rosive, free-stripping, long-lasting. Per- 
formite shows surprisingly little deteriora- 
tion in the oxygen bomb, air bomb and air 


ommended for operation at conductor tem- 
peratures up to 75 degrees Centigrade, thus 
providing a tangible advantage over most 
other types of rubber insulation in economy 
of copper size. Its stubborn resistance to 
heat makes it better suited than ordinary 


UCOirubber insulations for hot 





oven accelerated age tests. 


One of its outstanding charac- 


teristics is its resistance to de- 





~UNIFORMITY— 


S| locations. 

2 

ey) 
c| . , 
w| Licenses to make Performite 





“| have been granted to: 





terioration by heat. It is rec- 


American Steel and, Wire Company 
Anaconda Wire and Cable Company 
Bishop Wire and Cable Corporation 
Collyer Insulated Wire Company, Inc. 


Essex Wire Corporation 

General Cable Corporation 

General Electric Company 

Habirshaw Cable and Wire Corporation 
National Electric Products Corporation 


John A. Roebling’s Sons Co. 

Rome Cable Corporation 

Simplex Wire and Cable Company 
Triangle Conduit and Cable Co., Ine. 





pred service is the surest road to customer satis- 


action. 


It pays big dividends in good will that lasts. And 


it is the greatest service rendered by Westinghouse LV 
Distribution Autovalve Arresters. 


PLUS TWO EXTRAS 


On the operating cost 

sheet, service calls are 
an important item. With LV 
Distribution Lightning Arrester 
protection, continuity of service 
with fewer emergency trips 
worth-while 
saving to you. 


means a money 


FOR EXT 
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Transformer burnouts, 

too, are much less—in 
some systems the decrease reach- 
es 95%. LV’s cost much less 
than the expensive equipment 
they protect. And the Arresters 
themselves are so reliable their 
failure is almost unknown. 
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lamp. It is your assurance of Be oe Light fo Sache 


THE SATURDAY RVENING POST 





FOR ALL THE FAMILY 


levels of light for the 
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schools bridge lamps, toe, ar 
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The I.B.S. Better Sight Lamp ic 
of childrea and young people in our 





<, Modern education puts hey} burdens p 
smd these new and better lamps 








ading ce oday 
sre a genuine advance in reading comfort. Toda 


you see LE. S. Better Sight Lamps everywhere The Generel Electric dors 





handsome Three-Light lamps give three convenient 





The full page advertisement above appeared in the 
February 12th issue of the Saturday Evening Post. Its 
Better Light-Better Sight message reached more than 
3,000,000 families who regularly read that magazine. 
By actively sponsoring the increased sale and use of 
I.E.S. Better Sight Lamps through consistent magazine 
advertising of this kind, General Electric is helping 
utilities promote better light for better seeing. 
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This full page ad- 
vertisement ap- 
pears in the Feb. 
12th issue of the 
Saturday Evening 
Post reaching 
more than three 
million families. 
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OTHER SIGHT-SAVING SIZES: 
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Reprints of ads like the one shown, as well as news- 
paper ads /in mat form} adapted from these ads and 
designed for utilities’ own use, are available at low 
cost. For complete information, see your nearest Gen- 
eral Electric lamp division office or write to General 
Electric Co., Dept. 166-E.S.,Nela Park, Cleveland, O. 


se . & 
General Electric does not make I.E.S. Better Sight Lamps 
but is glad to publish this in the interest of better sight. 

































ERCHITECTS’ SPECIFICATIOR 


The National Adequate Wiring Program gives t he el 
plan but supplies a wide range of promotional material at 
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ectrical industry not only a comprehensive 


cost for local campaigns 


NATIONAL WirING ProGrAM 
Presented to Electrical Industry 


HE NEED for a national 
program designed to edu- 
cate the public, builders 

and architects to the many ad- 
vantages of adequate wiring in 
homes has long been recognized 
by every branch of the electrical 
industry. In view of the fact 
that the problem of wiring inad- 
equacy has become increasingly 
serious in recent years, the elec- 
trical industry is ready now to 
meet its greatest opportunity not 
only to build a_ constructive 
foundation for greater public 
service but also to combat the 
deadly sales strangling effect of 
inadequate wiring installations. 


National Sponsorship 


Developed over a _ period of 
more than a year through co-op- 
erative effort of all branches of 
the electrical industry, the Nat- 
ional Adequate Wiring Program, 
now formally launched, offers 
the industry a sound, construc- 
tive and broad-guage plan of op- 





eration, both nationally and loc- 
ally, to promote adequate resi- 
dential wiring. 

The National Adequate Wiring 
Program is sponsored jointly by 
the Edison Electrical Institute, 
International Association of Elec- 
trical Leagues, National Electri- 
cal Contractors Association, Na- 
tional Electrical Manufacturers 
Association, and National Electri- 
cal Wholesalers Association. 
Funds for the national promotion 
and field activities are supplied 
by members of the National Elec- 
trical Manufacturers Association. 

The general form of the na- 
tional program was_ developed 
under the direction of an Execu- 
tive Committee with equal repre- 
sentation from the five associa- 
tions named above. 

A Plan Committee, with similar 
representation, developed details 
of the plan books and promotional 
items. 

The major objective of the 
National Adequate Wiring Pro- 





gram is to marshal and synchro- 
nize all programs and activities 
of those groups interested in pro- 
moting wiring adequacy in homes 
—either in connection with plans 
in which wiring plays a logical 
part or in actual wiring promo- 
tion. 


General Outline of the Program 


A general Plan Book and a “Cer- 
tification Plan Book have been 
published describing, for the 
benefit of all groups, companies 
and individuals desirous of 
tying-in with the national effort, 
a complete outline of the plan, 
its purposes and methods of op- 
eration and illustrating all of the 
promotional materials available. 

The general Plan Book outlines 
the national program which is 
basically one of general educa- 
tion and sales promotion. The 
Certification Plan Book, to be 
distributed on request, describes 
the special phases of the program 
applicable in those communities 
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undertaking a local operation 
based on the certification of 
homes wired up to the local Ade- 
quate Wiring Standard as offici- 
ally approved by ihe National 
Bureau. 

Every effort has been made to 
develop a completely flexible 
national program so that it may 
be practical for operation in any 
community, regardless of the 
type or extent of activity desired 
locally. It will be seen, there- 
fore, that the certification fea- 
ture of the national program is 
merely a specialized and inten- 
sified form of the national pro- 
gram that may be adopted by 
local groups if they so desire. 

The national slogan is “Ade- 
quate Wiring—Serves and Saves.” 

The National Specification for 
adequate wiring is based on the 
Residential Section of the Hand- 
book of Interior Wiring Design 
and the National Specification 
Committee is the Industry Com- 
mittee on Interior Wiring Design 
under whose direction this all-in- 
dustry standard was published. 

In the case of local Adequate 
Wiring Bureaus promoting the 
Certification Plan, a local speci- 
fication, as already stated, must 
be approved by the Specifications 
Approval Committee of the Nat- 
ional Bureau. 

Field service will be available 
from National headquarters to 
assist local groups and others in 
tying-in with the national pro- 
gram. 


Avenues of Approach 


In carrying out the operation 
of the National Adequate Wiring 
Program effort will be exerted 
in parallel along two lines: 


DEQUATE 
RING 
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(1) Educational information, 
promotion and advertising, con- 
ducted both nationally and 
through such local Adequate 
Wiring Bureaus as may be estab- 
lished, or through existing local 
agencies, for the purpose of edu- 
cating the general public. 

(2) Organization, for selling, 
by the industry and allied indus- 
try forces. 


National Phases of the Program 


Through National headquart- 
ers, a continuing program of edu- 
cational news service to the 
public will be conducted. This 
effort will take the form of ar- 
ticles and releases suitable for 
editorial use in national publica- 
tions in the home field, releases 
for selected newspapers, syndi- 
cated feature articles, press asso- 
ciation news releases, radio fea- 
tures for use primarily for speak- 
ers on home economic topics. 

The educational nature of the 
approach to the subject of ade- 
quate wiring has already resulted 
in wide editorial acceptance by 
editors of national women’s mag- 
azines and the architectural and 
building press. Launched only 
a few months ago this phase of 
the national publicity program 
has already placed articles reach- 
ing a total reading audience of 
nearly 16,000,000. 

It is also anticipated that nat- 
ional advertising support will be 
obtained through a tie-in between 
national advertising of electrical 
manufacturers and the national 
program; also through the use 
by individual manufacturers and 
wholesalers of advertising stuff- 
ers in shipments of electrical 
goods and materials. 

In order to keep all electrical 
groups informed of the progress 
of the program and to enlist their 
active co-operation, the electri- 
cal business press, league and 
local bureau bulletins, and bulle- 
tins of national trade associ- 
ations will be supplied with news 
releases. 

In addition the National head- 
quarters will issue a periodical 
news sheet to the aforementioned 
publications and to members of 
local bureaus. 

A similar news service will be 


directed to allied groups having 
a direct or indirect interest in 
home building for the purpose of 
inviting their active interest and 
co-operation. Architects, opera- 
tive builders, governmental agen- 
cies, banks and other leading in- 
stitutions, insurance companies, 
real estate boards, national 
women’s and men’s clubs and 
retail dealers will be among those 
to whom this news service will be 
directed. 

A continuing program will be 
directed toward all branches of 
the electrical industry through 
the electrical business press and 
other channels. It is hoped that 
many of the thousands of men 
and women employed in the elec- 
trical industry will be educated 
to the advantages of adequate 
wiring and join, as individuals, 
in the national effort to promote 
adequate wiring as a means of 
assuring increased business and 
greater permanency of employ- 
ment. 

Through the activities of the 
National Adequate Wiring Pro- 
gram, every effort will be made 
to be of assistance to the Modern 
Kitchen Program, the Better Light 
—Better Sight activity, and other 
similar national programs. Co-oper- 
ation with such programs that will 
result to mutual advantage will 
be undertaken whenever possible. 


Organization for Local Operation 


The Plan Book of the National 
Adequate Wiring Program em- 
phasizes the fact that no set form 
for a local bureau is recom- 
mended. On the other hand, the 
local organization should be de- 
signed to fit the needs and 
requirements of the community or 
territory to be served. Its serv- 
ice area may be restricted to 
the limits of a city or town or 
amplified to fit a wider trading 
area. 

In setting up the local bureau, 
it is desirable that all branches 
of the local electrical industry 
should be included. The officers 
should be the leaders in the local 
electrical industry and selected 
from among those who have had 
the experience and can give the 
time necessary to do a thorough 
job. Every effort should be 











made to have the employees of all 
local electrical concerns inform- 
ed of the activity and participate 
in its various phases. 

News releases of an educa- 
tional nature will be prepared 
for local use and sent in mat or 
copy form to the local newspaper 
or, if desired, direct to the secre- 
tary or other designated officer 
of a local group. 


Promotional Material for Local Use 


Each of the Plan Books con- 
tains an illustrated price cata- 
logue listing the materials avail- 
able for local use. 

Mats and electros of the Na- 
tional Emblem and of the Certi- 
fication Emblem are available in 
several sizes for use in advertis- 
ing, for letterheads and enve- 
lopes, etc. 

A series of twelve direct mail 
pieces has been produced cover- 
ing every phase of utilization of 
electrical service in the home. 
The series consists of 11 illus- 
trated 6-page folders, printed in 
two colors, and a 82-page _illus- 
trated booklet, entitled “Copper 
in the Home.” The booklet pre- 
sents, in interesting narrative 
form, the discovery of Copper— 
its early uses and prescnt day 
importance in the “nerve system 
of every home.” It is designed 
to be the wind-up piece in a 
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Electrical contractors will be particularly interested in the twelve di- 
rect mail pieces available which promote residential wiring 


direct mail campaign, and like 
the individual folders, is also 
suitable for distribution at meet- 
ings of consumers. 

A series of nine newspaper 
advertising mats has been pre- 
pared for the use of local 
bureaus. There are three each 
in one to three column sizes. 

A 24-page booklet, entitled a 
“Pictorial Primer on Adequate 
Wiring,” is available for distri- 
bution at meetings where the 
sound-slide film is shown, lecture 
meetings, direct mail and other 
direct distribution. The Primer 
presents, in illustrated form, tie 
story of the “Power Path” and 
gives the reader the basic idea— 
“make the power path adequate 
all the way — through Adequate 
Wiring.” 

A sound-slide film, entitled 
“Power for Living,” for showing 
at lecture meetings conducted by 
utility companies and others, is 
being completed. This film is 
expository in form and, in gen- 
eral, approaches the subject from 
the angle employed in the “Pic- 
torial Primer.” 

A large graphic chart showing 
a complete floor plan, including 
furniture, wiring design and 
marginal symbols, has been pro- 
duced in a form suitable for dis- 
play at lecture meetings of con- 

(Continued on page 46) 
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Increased Residential Construction 


Expected from Housing Law 


HE Federal Housing Ad- 

] ministration program under 

the amended law, signed by 
President Roosevelt on Thursday, 
February 3, 1938, is designated 
to assist families of moderate 
means to obtain adequate and 
decent housing on the most fav- 
orable terms in the history of the 
country. 

In the language of the Senate 
Banking and Currency Commit- 
tee, it is intended “to utilize the 
best available means for achiev- 
ing a sustained long term resi- 
dential construction program 
with a minimum expenditure of 
federal funds and a maximum 
reliance upon private business 
enterpr’se.” 

It deals solely with projects 
and mortgages that are consid- 
ered economically sound. It is 
designated to be largely self- 
sustaining through the operation 
of a federal mortgage insurance 
system, carefully established and 
successfully operated since 1934. 

The Housing Administration is 
authorized to insure a 
total of $2,000,000,- 
000 outstanding at 
any time and with ap- 
proval of the Presi- 
dent this amount may 
be increased to $3,- 
000,000,000. This pro- 
gram should be a 
stimulus to the construction in- 
dustry but too much should not 
be expected of it at once. The 
machinery is here for the govern- 
ment to do its part. The success 
of the program in the long run, 
however, depends upon the 
whole-hearted, voluntary cooper- 
ation of private capital and pri- 
vate industry, by which I mean 
the lending institutions, the ma- 
terial and equipment manufact- 


urers and_ distributors, the 
builders and labor. 
The total maximum annual 


carrying charge for an FHA in- 
sured mortgage on which a com- 


By Stewart McDonald 


Federal Housing Administration 


mitment is issued hereafter will 
be five and one-half percent. 

This will include five percent 
interest and one-half of one per- 
cent mortgage insurance  pre- 
mium. In the case of newly con- 
structed homes securing mort- 
gages not exceeding $5400 and 
meeting certain other conditions 
the premium rate will be one- 
fourth of one percent, making the 
total annual carrying charge to 
the borrower five and one-fourth 
percent. 

The annual service charge of 
one-half of one percent which 
the lending institutions have 
been permitted to charge under 
FHA regulations will be discon- 
tinued on all mortgages for 
which a commitment to insure is 
issued hereafter. 

The insurance premium in the 
future will be based upon the 
outstanding balance instead of 
the original face value of the 


The residential construction program which business of 
authorities expect ta follow the FHA program under 
the recently amended law passed by congress will re- 
sult in increased activity in every phase of the elec- 
trical industry. Some of the details of the new pro- 
gram are discussed here by an FHA authority.  y 


mortgage as provided in the old 
law. 

Elimination of the annual serv- 
ice charge and the reduced cost 
of the mortgage insurance will 
represent a maximum saving of 
approximately one percent per 


annum to home builders and 
buyers on newly’ constructed 
houses carrying mortgages of 


$5400 or less. On all other in- 
surable mortgages the saving 
will be about three-fourths of one 
percent per annum. 

On newly constructed houses 
appraised at $6,000 or Jess, the 
minimum permissible down pay- 


ment or equity requirment will 
be reduced from twenty percent 
to ten percent. Thus, on a $6,900 
newly constructed house, the 
minimum down payment would 
be $600 and the maximum insur- 
able mortgage would be $5400, 
representing ninety percent of 
the appraised value. 

On newly constructed houses 
appraised at $10,000 or less, the 
insurable limit will be ninety 
percent of the appraised value 
up to $6,000 plus eighty percent 
of the appraised value above $6,- 
000. For example, on a newly 
constructed $10,000 house the 
minimum down payment would 
be $1400 and the insurable mort- 
gage limit would be $8600. On 
all other homes housing from one 
to four families, the insurable 
mortgage limit will remain at 
eighty percent of the appraised 
value, but not in excess of $16,- 
000 under any circumstances. 

Under the amended law, the 
multi-family and group housing 
program is divided into two main 

parts, one designed to 

promote construction 
large scale pro- 
jects covered by mort- 
gages up to $5,000,- 
000 and the other to 
encourage building of 
smaller developments 
covered by mortgages 
ranging from $16,000 to $200,000. 

An important feature of the 
new program is the provision for 
insuring mortgages not only on 
multi-family structures, but also 
upon developments consisting of 
single family houses. Under this 
provision it will be possible for 
developers to obtain blanket 
mortgage financing, including 
funds advanced for construction, 
on groups of single family houses 
and then sell them on convenient 
payment plans or rent them. 

The regulations will permit 
partial release from the blanket 

(Continued on page 20) 
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Modern Kitchen Bureau 
Starts Drive Soon 


HE greatest promotion drive 

of its kind ever attempted 
on electric ranges will soon be 
under way, The Modern Kitchen 
Bureau, sponsors of the program, 
has announced. 

Virtually every outstanding 
successful type of promotion will 
be called into play to sell electric 
ranges to housewives throughout 
the nation. 

National magazines, radio, 
newspaper advertising and a 
three weeks “National Electric 
Range Spring Showing,” April 
11th to 30th, constitute the back- 
bone of the Bureau’s unpar- 
alleled effort. 

Color pages on electric ranges 
exclusively will reach thirteen 
and a half million people begin- 
ning with April issues of Ameri- 
can Home, Good Housekeeping, 
Better Homes and Gardens, Ladies’ 
Home Journal, Woman’s Home 
Companion, and McCall’s. 

Intensive magazine advertising 
in color will continue through 
the excellent selling months of 
May and June—months when it 
can be of immediate sales value 
to dealers. 

The advertising, advance 
proofs reveal, drives home dra- 
matically and forcefully three 
distinct selling arguments. It 
puts across the vitally important 
fact that electric ranges are the 
modern way to fast, clean, low- 
cost cooking. 

April magazine advertising 
puts effective emphasis on the 
National Electric Range Show- 
ing, urges millions of people to 
visit their dealers or _ utilities 
during April. 

The National Electric Range 





IN THIS SECTION: 


| Diversified Advertising for Appliance Dealers 
| Heavy Day’s Selling Totals $30,000 


| “Certified Rating” Sells Attic Fan Systems 


Spring Showing is further pro- 
moted by the Bureau in a four- 
page special newspaper section 
to appear in local newspapers 
throughout the country. 

Fifty per cent of the special 
section is devoted to the Spring 
Showing and to illustrated pro- 
motion stories on the speed, 
economy and modernity of elec- 
tric ranges. The balance of the 
special section is for dealer and 
utility advertisements inviting 
the public to individual spring 
showings. 

Colorful jumbo blow-ups of the 
Bureau’s national advertisments 
will be distributed to dealers, as 

(Continued on page 18) 


Formation Of Appliance Dealers 
Organization Proposed 


Local and_ sectional eee 
dealers’ associations have just re- 
ceived announcements proposing 
the organization of a national as- 
sociation of appliance dealers. 

A committee representing several 
eastern dealer organizations has 
been formed and an organization 
meeting has been scheduled tenta- 
tively for March 21 in New York 
City. Russell Atkinson, of Brook- 
lyn, has been selected as temporary 
chairman of the committee, and 
B. H. Poucher, 5th floor Architects 
Building, Philadelphia, will serve 
as temporary secretary. 

Local associations are invited 
to send delegates to the organiza- 
tion meeting which will consider 
basic policies for the association. 
Among the subjects to be discussed 
are: price structure, industrial 
selling, cooperative buying, fair 
trade laws, advertising and trade- 
in allowances and production con- 
trol. 








Alabama Appliance Dealers 
Anticipate Heavy Sales . 


Alabama dealers who sold 
3,000 ranges and water heaters 
last year in the territory served 
by the Alabama Power Company 
expect to sell 5,000 in 1938 under 
the added impetus of a $4,000 
prize contest, sponsored by the 
Alabama Appliance Dealers Asso- 
ciation and the power company. 

Both distributors and dealers 
have agreed to set aside a few 
cents from each sale to go into a 
“jack pot,” to be awarded to deal- 
er salesmen who bring home the 
bacon. The prize awards have 
been divided into four population 
classes, so that the salesmen in 
the small towns will not have to 
compete with those in the cities. 
Prizes will be awarded quarterly. 
Based on 5,000 ranges and water 
heater sales, the amount of the 
cash prizes will total $4,000, but 
will vary according to the sales. 

The president of the Alabama 
Appliance Association is John 
Shaw of Moore-Handley Hard- 
ware Company, Westinghouse dis- 
tributors of Birmingham. O. A. 
Reed, dealer contact specialist of 
Alabama Power Company, point- 
ed out that only dealer salesmen 
are eligible for the _ prizes. 
Dealers have a special inducement 
to sales in the cash bonus of $5 for 
each range and $8 for each water 
heater sold. 


Electrical Appliances Find Place 
Among Wedding Anniversaries 


The American National Retail 
Jewelers Association recently an- 
nounced that the eighth wedding 
anniversary will be officialy des- 
ignated as the occasion for mak- 
ing gifts of electrical appliances. 














HE MODERN dealer seldom 
realizes that the oid eco- 
nomie law of diminishing 
returns applies to advertising as 
well as to other phases of business 
nromotion. A dollar in advertis- 
ing can naturally be expected to 
yield so many dollars in sales, but 
after a certain amount is reached, 
the number of sales per inch of 
advertising is certain to decrease. 
That is not an abstract theory 
of economics, it is merely common 
sense. The dealer, who observes 
this fact in his advertising will 
save himself many dollars—dol- 
lars which need never be spent 
and which are as surely wasted as 
though they were tossed to the 
winds. With some products, there 


Above: E. W. Cook Co., Jackson, Miss., uses a small window ad- 
vantageously. Below: The Home Appliance Co. of Jackson di- 
versifies its advertising by using newspaper and windows for dif- 
ferent products AGO Se ene ie tee li 





Diversified 






Advertising 


for the 


Appliance Dealer 


By Murray Orman 


is no such thing as too much ad- 
vertising. To a certain extent, 
this is true with anything, but the 
point of diminishing returns will 
take its toll with the appliance 
dealers. 

Even the major cigarette com- 
panies realize the existence of 
this point; their advertising is sel- 
dom carried beyond the point 
where public reaction does not re- 
spond noticeaby. To demonstrate 
the relation of these facts to di- 
versified advertising, let us con- 
sider the advertising activity of a 
company in Jackson, Mississippi. 

This firm kept a careful check 
on sales after each advertisement 
in the newspaper. It noticed that 
as it increased its space, sales in- 
creased. But after it start- 
ed taking a half page, sales 
did not increase as rapidly. 
When it jumped to a page 





sales were only twenty percent 
better than on the half page ad- 
vertisement. 

That firm did more experiment- 
ing. It decided to cut its news- 
paper advertising to one half page 
and devote to radio advertising 
the amount that it would have 
thus spent. A new group of peo- 
ple was reached and the sales 
mark climbed higher. 

The nature of the product that 
was being sold justified this type 
of campaign. 

Another company, introducing 
a new product, tried newspaper 
advertising first, then radio, with 
the following results: newspaper, 
$20.00 per day; sales, 15% in- 
ra- 


crease over previous month; 
(Continued on page 18) 
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FUSTAT 
Stops 
needless 
blowing 

of fuses 








Permits adding more appliances 
to present circuits 


You can load an ordinary circuit right up to capacity and 
yet protect it with a 15 ampere Fustat. Its long time-lag keeps 
it from opening needlessly as when motors start on washing 
machines, oil burners, refrigerators and other appliances. 

Thus you can expand the use of present circuits with per- 
fect safety — and without incurring needless blowing of fuses. 


Abolishes aggravating ““blown-fuse”’ 


. 
service calls 

Such calls are wasteful and costly to everybody. 

The user loses time and temper and often money when 
service is off. 

The service man is dragged away from more profitable work. 

Contractor or dealer loses if user kicks about paying full 
cost of a call where the only work done was to replace a blown 
fuse. 

The Fustat stops such senseless waste because it doesn’t 
blow needlessly. 


Protects against dangerous 
overloading of circuits 


The Fustat cannot be replaced with a penny or other sub- 
stitute for the fuse — or with a size too large to protect. 
The user’ is protected against anyone unwittingly creating 





Fits present fuseholders 


The Fustat can be used in any 
Edison base fuseholder thru use 
of an adaptor that retails at 7 4c. 


It’s just good business to sell, install and use Fustats 


BUSSMANN MFG. CO., University at Jefferson, St. Louis, Mo. 
JEFFERSON ELECTRIC CO., Bellwood, Til. 

KIRKMAN ENGINEERING CORP., }21 Sixth Ave., New York City 
_ NATIONAL ELECTRIC PRODUCTS CORP., Fulton Bldg., Pittsburgh, Pa. 
- UNION INSULATING CO., 277 Broadway, New York City 


a fire or personal injury risk thru haphazard practices that 
permit circuits to be overloaded. Once installed, SAFE pro- 


tection REMAINS SAFE. 


Nips out hazardous shorts in 
flexible cords 


The Fustat contains a fuse. The ability of a fuse to protect 
against dangerous cord shorts, grounded sockets, etc., is well 
known. 

Protective devices that do not open on short circuit as quick- 
ly as the Fustat permit the cord to burn out at the short. You 
get the fireworks in your face, or hands, or around the house 
where injury or damage may be caused or a fire started. 

The quick action of the Fustat on short circuit prevents 
spraying of molten metal, burning of users, starting of fires, 


Helps reduce user kicks about 
service or appliances 


Users “just can’t be made to understand’? why other 
protective devices often open when there is nothing wrong. 

When such needless shutdowns occur with new ‘ly: purchased 
appliances they get particularly “hot” and generally throw 
the blame on whomever sold or installed the appliances. 

Such user complaints hurt not only the dealer or contractor 
— but everybody in the Electrical Industry. 

The Fustat offers a common sense way to reduce this evil to 
a minimum, 































TOTAL day’s_ selling 
A amounting to $29,513 is 
something worth talking 


about for any electrical appliance 
dealer. This is the amazing 
record established by General Home 
Appliance, Inc., on November 19th, 
which day had been set aside as 
“Loyalty Day,” honoring George 
S. Patterson of George Patterson, 
Inc., General Electric state dis- 
tributor. The one-day selling 
event was a Southeastern Florida 
promotion and included Palm 
Beach, Ft. Lauderdale and Holly- 
wood as well as Miami. Two Miami 
firms participated, General Home 
Appliances, Inc., and Burdine’s. 

The campaign was well plann- 
edand started witha breakfast at 
six A. M. At twelve o’clock that 
night a group of tired but jubilant 
salesmen met in the same dining 
room for a closing banquet; at 
which time the orders of the day 
were presented to Mr. Patterson. 

The combined sales for South- 
eastern Florida amounted to $43,- 
807 worth of appliances. Quota 
for General Home Appliances. 
Inc., was $20,000. Actual sales 
were 149.5 per cent of quota 
which broke all records for the 
district. Just previous to the 
Southeastern Florida drive, Jack- 
sonville and St. Petersburg had 
had similar events. 

The General Home Appliances, 


“Loyalty Day,” honoring G. S. Patter- 
son, General Electric’s Florida distrib- 
utgr, was celebrated by General Home 
Appliances, Inc., by closing sales total- 
ling $29,513 in a single day. At the left, 
salesmen are shown presenting orders 
to Mr. Patterson, seated at the left. At 
the table also is Jack Webb, president 


of General Home Appliances. 
Weddell, 


oi 
in the light suit, was high 


man with $13,584 in sales 


By E. W. Sudlow 


Heavy Day's SELLING 
Totats $30,000 


Inc., had their promotion well in 
hand. All prospects were notified 
the day before by a special letter 
stating that November 19th had 
been set aside as “Loyalty Day,” 
and that on this day the organiza- 
tion hoped to sell more major appli- 
ances than had ever been sold on 
in the history 

These let- 

signed by 
expected to 


any previous day 
of the manufacturer. 
ters were personally 
the salesman who 
make the call. 

On the morning of the 19th 
every one of these customers re- 
ceived a_ telegram reminding 


ie 


them of the proposed visit of 
the salesman. Each salesman 
was instructed to report back by 
telephone once an hour during 
the day stating his progress. 

The salesmen started out at 
seven A. M. By eight o’clock four 
orders amounting to $942 were 
posted. Just on the stroke of 
twelve midnight, two more orders 
giving an additional $3,000 were 
*phoned in. Heaviest selling was 
recorded on the ten P. M. hour, 
when $3,500 in orders was ’phon- 
ed in. Only three hours during 

(Continued on page 17) 


Tired but happy salesmen gathered at midnight for a — arene: 
after breaking records in this one-day sales drive 
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“Certified Rating’ Sells Attic Ventilation 
Against Low-Priced Competition 


are 
higher than most competition on 
attic cooling systems; but we 
qualify our statement by expilain- 
ing that we sell only adequate 
cooling regardless of cost,” says 
Ben Duffie, owner of Ben Duf- 
fie, Inc., Houston, Texas. 

With more than 150 attic cool- 
ing systems to its credit for the 
seasons of 1936 and 1937, most 
of them sold in 1937, this firm 
has a very impressive list of 
many of the better homes of the 
city. 

“We place most of our efforts 
behind domestic installations,” 
says Mr. Duffie, “for this is a 
proper method of eliminating the 
intense day heat from the attic 
to assure a cool house and com- 
fortable sleeping. The _ initial 
cost of an installation is within 


E DON’T hesitate to tell 
our prospects that we 
re from $40 to $50 


By Chas. N. Tunnell 


the reach of the average home 
owner, and the maintenance and 
operation is certainly within the 
reach of the average salaried 
person.” 

An attic fan is spotted in the 
display window at the show room 
of the main store of Ben Duffie, 
Inc. This fan is connected and 
idles at all times. A pent house 
has been built above the mez- 
zanine of the building. Naturally, 
this installation is not a complete 
installation—but it does drama- 


tize selling. It attracts  pros- 
pects; and it clearly demon- 
strates that this fan will cool 


this entire store building even 
though it is not an installation 
such as would be made for a per- 
manent job. 

This dealer sells 
rating,” that is so many 


“certified 
feet of 





Ben Duffie, Houston, Texas, explains to a prospect ws attic [om 
systems should be purchased on a rating basis 





air per minute rather than fan 
size. “There is much confusion 
in this business,” Mr. Duffie ad- 
mits, “and we believe the adver- 
tising of designated fan sizes at 
various prices helps to create 
this confusion. This is not as 
yet a package merchandising 
item. The prospect often walks 
into our show room and asks the 
price of a 36-inch fan, stating 
that he wants to buy this partic- 
ular size. Such a prospect may 
say that he has a seven room 
house and has decided that a 36- 
inch fan will meet his needs. He 
really wants to compare prices. 

“We don’t mind telling this 
prospect that our prices are 
higher than most others. We will 
tell him the price of the 36-inch 
fan but we also tell him that we 
won’t sell him such a unit until 
we have made a survey and know 
that it is the proper size unit for 
him. Even if he protests that he 
assumes all responsibility, we 
won’t make the sale without a 
survey. We know that visitors 
will inquire the size of the fan, 
who made the sale, etc., and if it 
is not giving proper results, we 
lose prestige. This is a business 
that is profitable only when sold 
right and with the satisfaction 
of the buyer.” 

This attic cooling system 
dealer shows prospects that fans 
cannot be bought on size alone, 
but that rating is what counts. 
For example one 48-inch fan may 
deliver 17,000 feet of air per min- 
ute, another 48-inch fan powered 
with one-third horsepower motor 
may deliver but 12,000, and it 
may require a 54-inch fan of the 
latter type with a _ half-horse- 
power motor to equal the rating 
of the other fan. 


“A fan driven by a one-third 
horsepower motor will not usu- 
ally deliver more than 12,000 feet 
of air per minute on an average,” 
says Mr. Duffie, “and some will 
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CRESFLEX NON - METALLIC SHEATHED CABLE 


: 


CRESCENT Wire & Cable installed 
in this group of buildings is insu- 
lated with CRESCENT ENDURITE 
Rubber Compound, a superaging 
insulation which, due to its super- 
ior heat resisting and high dielec- 


tric characteristics, far exceeds 


Federal Specifications JC-106. If 
your job requires conductors that 
must meet abnormal temperature 
and aging conditions, get complete 
information on CRESCENT EN- 
DURITE from your nearest CRES- 
CENT representative. 


SOUTHERN REPRESENTATIVES 


ATLANTA, GA. 
Edgar E. Dawes 
A-4 Rhodes Bidg. Annex 


DALLAS, TEX. 
Royal Smith 
912 Commerce St. 


NEW ORLEANS, LA. 
Paul Hogan, jr. 
1907 Jefferson Ave. 
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WEATHER-PROOF WIRE 
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deliver only 9,000. So the home 

owner that is buying fan size is 

often in for a disappointment. 
“We lose a few sales by being 


hard-headed and _ talking ade- 
quate cooling when we could 
rush ahead and close a_ sale 


quickly on a competitive basis. 
But we think that it is best to 
sell right or pass the deal. We 
are in the attic cooling and the 
refrigeration business to stay, 
and our best salesmen are our 
satisfied customers.” 


Photos Used as Sales Aid 


Snapshots of homes, and often 
close-ups of the actual installa- 
tions, are made and posted on a 
large bulletin board in one side 
of this sales room. These pic- 
tures carry a caption giving the 
home owners’ names and ad- 
dresses. Prospects that seem to 
be undecided or those that are not 
sure about the price are not high- 
pressured. They are told to look 
over the list and see if they know 
any of the users. If they don’t, 
they are given the name of some- 
one in their vicinity and invited 
to visit or telephone this user. 

“It is surprising,” admits this 
dealer, “how many users are so 
enthusiastic that when they get 
a telephone call from some one 
interested in attic cooling, they 
insist that the party come out 
and inspect their system. We 
often find a prospect that be- 
lieves his problem is a bit dif- 
ferent; then we select a_ user 
that had a similar problem and 
refer the prospect to him. Fre- 
quently, we do not even accom- 
pany the prospect on such a visit, 
finding that the worth while bus- 
iness does come back and will 
pay a price for the right kind of 
installation.” 

Ben Duffie, Inc., employs four 
salesmen for attic ventilation 
and cooling systems. Although 
their big season is March to Sep- 
tember, like refrigerators, they 
are now making  year-around 
sales, especially by working hard 
to have attic cooling installed in 
the new homes being built. The 
new home field is a big field in 
this market. The firm is con- 
tacting general contractors, arch- 
itects and prospective home 
builders and is endeavoring to 
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educate these people to specify 
attic cooling systems in original 
plans. 

“The dealer who figures a 
profit only on the fan will not 
make a suitable profit at the end 
of the year,” advises this success- 
ful dealer who has made trips 
throughout the South to study 
the attic cooling business in or- 
der to supplement his own experi- 
ence. He elaborates, “We make 
a profit on the installation mate- 
rial and labor in addition to a 
profit on the fan. This is the 
practice in other types of busi- 
ness, and the sane one in this 
field. The man who makes a 
mark-up only on the fan will risk 
a heavy loss if he ever has a fan 
to get loose and fall down ma- 
hogany stairs, or ruin wall pa- 
per, or loosen a plaster ceiling, 
and such occasional unprovided- 
for expenses eat up the profit on 
a number of jobs unless there is 
ample profit figured in every job. 

“Ten per cent mark-up on the 
complete installation will take 
care of all of these emergencies; 
but the dealer can get twenty- 
five per cent mark-up without 
protest and protect a reasonable 
profit on the installation as well 
as the sale of merchandise. 


Contracts For Installations 


“All of our installations are 
made by one firm, a contractor 
that knows the building game. 
This point is important for the 
average handy-man sent to make 
an installation may cut a key 
joist that weakens the entire 
house, or he may not be able to 
get the proper outlets. We con- 
vince the customer that we know 
our business and show them that 
there is a difference in installa- 
tions. 

“This contractor gives us good 
work. We know close enough 
what his charges will be to make 
our surveys and give the custo- 
mer a price. This contractor’s 
crew does a good clean job, using 
tarpaulins to over the floors and 
preventing any plaster from 
scaring the hardwood floors. 
They complete their installations 
within one day, and return two 
or three days later to paint the 
grill with another coat of paint. 
This type of installation means a 


lot in satisfying the customers.” 

Ben Duffie, Inc., uses a liberal 
budget for advertising. Only 
merchandise that has been ap- 
proved and labeled by such auth- 
orities as the American Society 
of Heating and Ventilating En- 
gineers is sold. 

The average sale for this 
dealer has been $250 to $300. 
With more than 150 such sales 
for the first two seasons, Mr. 
Duffie considers the attic cooling 
business a profitable part of his 
electrical home appliance busi- 
ness. 


South Florida Dealers 


Win Prizes . 

Final results in the “Wake Up 
and Live” campaign sponsored by 
southern division of the Florida 


Power and Light Company and 
participated in by dealers 
throughout this area, show a 


splendid volume in major electri- 
cal appliances. The campaign 
opened October 4th and ran 
through December 3\1st. 

The six prize winners were: 
lst.—J. Weddell, General Home 
Appliances, Miami; 2nd.—E. 
Sleight, Sears-Roebuck Company, 
Miami; 3rd.—E. R. Sanders, Nor- 
thern Electric, Ft. Lauderdale; 
4th.—W. E. Bunch, Smith Plumb- 
ing Company, Ft. Lauderdale; 
5th.—J. R. Lowry, Lowry Electric 
Company, Coral Gables. 

The Big Orange Campaign spon- 
sored by General Electric Supply 
Corp. during the months of Octo- 
ber, November and December of 
1937, for Hot Point dealers 
throughout the State of Florida, 
included the following prize win- 
ners: Northern Electric Company, 
Ft. Lauderdale; C. W. Hill Elec- 
tric Company, Delray Beach; 
Meltzer Motor Company, Miami; 
Smith Plumbing Company, Pom- 
pano; Standard Supply Company, 
Hollywood, and Kirby-Tuttle 
Company, Miami. 





Cooperative Closes EHFA Contract 


Electric Home and Farm Au- 
thority announced recently that a 
contract had been closed with 
the Lincoln County Electric Mem- 
bership Corporation, Fayetteville, 
Tennessee. : 
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Home Demonstrations 
Sell lroners . ... 


UBSTANTIAL increases in 

ironer sales by the electric ap- 
pliance department of Maas Bros., 
Tampa, Fla., is explained by Jos. 
Waterman, manager of the depart- 
ment, by the fact that special em- 
phasis has been placed on the sale 
of ironers. 

“Recognizing that although the 
saturation of the electric washer 
market is somewhere between 50 
and 60 per cent, and that the ironer 
market is considerably less than 10 
per cent saturated, we have placed 
special emphasis upon the sale of 
ironers and have developed a sales 
plan that is giving satisfactory re- 
sults,” said Mr. Waterman. 

“We have found that the most 
effective method of selling any 
electric equipment is through oui- 
side salesmen. We have a crew of 
eighteen men, at the present time, 
who are able to demonstrate and sell 
any items in our major electric 
line—washers, ironers, ranges, re- 
frigerators, etc. Each man has his 
own particular territory, both city 
and suburban, since our trade ter- 
ritory embraces a radius of 75 miles. 
Each salesman develops his own 
prospects although we are always 
glad to assist him by supplying 
names of prospects obtained at the 
store. 

“Home demonstrations 
more sales than any other plan. You 
may explain all the advantages of 
the ironer to the prospect without 
making much of an impression, but 
when the demonstrator takes the 
machine to her home and shows her 
how easily and beautifully it laun- 
dries her clothes, at a fraction of 
the time consumed in hand ironing, 
you have given her something prac- 
tical to consider. 

“The demonstrator does very 
little ironing himself. He first ex- 
plains in simple language the me- 
chanism of the ironer, and then 
irons a flat piece. Then he has the 
housewife do one. He next takes 
something a little more complicated, 
and after showing her how to ar- 
range the garment, has her iron it. 
By the time the demonstration is 
finished, she has done at least a 
sample of all kinds of ironing, and 
in the majority of cases is thor- 


clinch 


oughly sold on the machine. This is 
the time to close the deal. It is 
useless to leave the machine for 
further trial. She’s either going 
to buy it, or isn’t, so a contract 
should be obtained, or the machine 
taken back. An exception of this 
rule is made when the woman 
wishes the machine left overnight 
so she can show her husband how 
it works and talk over the purchase 
with him. 

“Best results are obtained from 
nationally advertised lines. Most 
housewives are familiar with them, 
so you don’t have to sell them on 
the quality. Some people either 
can not or will not pay the price 
asked for the nationally advertised 
products, so it is advisable to carry 
a line that can be sold on price. We 
made a study of a number of them 
and finally stocked the one that 
seemed the most efficient in its 
class. It is worth all that is asked 
for it, though of course does not 
compare with the main line. We do 
not advertise this popular priced 
line, but keep it only to satisfy the 
demands of those who buy princi- 
pally upon a price basis. 

“By representing a well-known, 
nationally advertised line, you get 
the benefit of dealer helps—litera- 
ture, cards, etc.—that keeps the 
item constantly in the public eye. 
A big double-page spread, in color, 
featuring our ironer, is issued by 
the manufacturer. This bears our 
imprint, and when it is received 
through the mail, the prospect 
learns that the ironer about which 
she has been reading in the various 
home magazines can be obtained at 
our store, and demonstrated in her 
own home, if she desires.” 





Appliance Sales Increase 
In TVA Territory 


The Tennessee Valley Author- 
ity reported that approximately 
$2,000,000 was invested in elec- 
trical appliances during 1937 by 
users of TVA _ electricity pur- 
chased through municipal and co- 
operative membership associa- 
tions. 

The authority said retail elec- 
trical dealers reported the sale 
of $1,820,583 of residential ap- 
pliances and $114,277 of commer- 
cial equipment in 1937. 
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Heavy Day’s Selling 


(Continued from page 12) 


the day were blank. 

The leading salesman was J. 
R. Weddell, of General Home Ap- 
pliances, Inc., who came through 
with a total of $13,584. This 
represented several apartment 
house sales. R. E. Temple, of the 
same organization, was second 
with a grand total of $4,755. The 
sale covered all major appliances, 
refrigerators, ranges, dish wash- 
ers, disposals and laundry equip- 
ment. In the final check-up re- 
frigerators proved to be the out- 
standing unit. Ranges came sec- 
ond, with dish washers, including 
sink combinations, third. The 
large number of dishwasher sales 
was a surprise. The day’s busi- 
ness included sale of three com- 
plete electrical kitchens. 

Once upon a time when a 
young officer was recommended 
to Napoleon for exceptional brav- 
ery and activity on a certain oc- 
casion, Napoleon asked, “What 
did he do the next day?” This 
same question might be asked in 
this instance. “What about sales 
the day following the big drive?” 
Records show that they were ex- 
ceptionally good, a number of 
closings that could not be made 
on the 19th were completed on the 
20th. 

Since that time there has been 
no slump in sales, but they have 
run along on a normal basis. The 
officers of the company believe 
that the effort put forth in this 
big “one day” drive will be a 
stimulus to business for many 
months to come. 

Jack Webb is president of the 
company and C. H. Shepherd, 
sales manager. At the closing 
banquet a number of representa- 
tives of George Patterson, Inc., 
were present, including Mr. Pat- 
terson, J. H. Bradley, vice presi- 
dent and W. R. Beddell. 

Burdine’s with a force of nine 
salesmen had their territory well 
outlined and made a very fine 
showing for the day under the 
direction of I. H. Silverman, man- 
ager of the appliance depart- 
ment. In each of the _ other 
smaller communities, Palm 
Beach, Ft. Lauderdale and Holly- 
wood, the quota was exceeded. 
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Diversified Advertising For 
Appliance Dealers ; 
(Continued from page 10) 
dio, $5.00 per day; sales 27% in- 
crease over previous month. 

At the same time, a hardware 
store offering a number of bar- 
gains, changing frum day to day, 
tried radio and found it most un- 
satisfactory. Newspaper adver- 
tising worked wonders for it. It 
was not trying to “plug” one ar- 
ticle in the public mind but de- 
pended on sales of smal] items. 

The radio and motion pictures 
are the most logical methods of 
familiarizing the public with your 
store. This fact was proved re- 
cently by an advertising agency, 
which investigated for itself. 


Newspaper versus Radio 


Two products were selected. 
One advertised consistently in the 
newspapers. It did not utilize ra- 
dio or motion pictures. The other 
depended on radio alone. Two 
hundred non-users were contact- 
ed. With 123, the radio boosted 
product was given as the leader in 
its field. These people said they 
would buy that brand if they 
bought. Only 76 said the same 
thing about the newspaper pro- 
moted item. 

Newspaper advertising is best 
for sales, particularly of small, in- 
expensive items, and bulky items 
being sold at reduced rates. If 
you are continually selling reduc- 
ed rate items, or an article you be- 


lieve superior to others in its 
field, newspaper advertising is 
best. 


The Home Appliance Company 
of Jackson Mississippi, selling ra- 
dios and electric refrigerators, 
found another method of diversi- 
fied advertising quite successful. 
It advertises one product in the 
newspapers, and displays another 
in its windows. A good window 
display has long been known to 
equal a newspaper advertisement. 

People reading the newspaper 
will not be deterred from buying 


because the article attracting 
them is not in the window and 
vice versa. The method is quite 


inexpensive, too. This is probably 
the most successful of all diversi- 
fications. 

Dealers using two or more med- 
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iums of advertising will find it 
profitable to advertise different 
products in each, with considera- 
tion for the different appeal of 
the mediums. 

The best appeal for radio sales 
is in the newspapers, on a price 
and quality basis. Motion picture 
advertising is also good. Boring 
as it is, people have to listen to it. 
And if the product is good, they 
will buy. 

Motion picture advertising is a 
proved medium for the appliance 
dealer. It will also serve the 
hardware dealer if he sells larger 
and more bulky merchandise, or 
wants to introduce his store to tne 
public. 

Billboard advertising has a 
transient appeal, and is not so 
promising except for automobile 
radios. One hardware company is 
finding billboard advertising on 
the coastal route especially advan- 
tageous for boosting its fishing 
equipment sales. This is an ex- 
ceptional case, however. 


Direct-Main Advertising 


A good diversification for deal- 
ers is. direct-mail advertising. 
This has been so poorly handled in 
the past, in many instances, that 
it is generally considered a poor 
sales method. Properly written, 
a good letter is the best advertise- 
ment a company can have. 

Most firms using it employ a 
mimeographed letter and attempt 
to save postage by sending letters 
second class. Most men... and 
women, too... throw such letters 
into the wastebasket. The best 
advertising agencies will not wit- 
tingly countenance such a cam- 
paign by their clients. First class 
postage should be used. Colored 
envelopes should be avoided. Use 
your regular letterhead. 

Mimeographing should not be 
used; nobody reads a form letter. 
Multigraphing is sometimes suc- 
cessful. The best idea is to have 
the letters typed. The cost will be 
more but results will justify it. 

Finally, do not send the letters 
without discrimination. Pick a 
selected list from the telephone 
directory. People who have tele- 
phones are buyers. 

A striking or unusual style may 
be employed if your typist knows 





how to do the work. If not, follow 
a regular style. And make ycur 
letter warm and personal, but not 
familiar. 

A firm in New Orleans reported 
more success from this than from 


the expenditure of an _ equal 
amount in the newspapers. It is 
good for a sale, especially. If you 


have favors for your customers, 
the response will be much greater. 
Small concerns will profit as well 
from this as large. 

The best method is to have an 
agency handle this and other ad- 
vertising, as you are thus assured 
of expert service without much, if 
any additional cost. The agency 
can determine the most satisfac- 
tory advertising mediums. 

Finally, you should not overlook 
your window displays. Any firm 
that has women for customers will 
realize that women window shop 
before buying. 

Consulting with one of the most 
window advertising 
south, it was 
article on 

effective 


experienced 
agencies in the 
learned that a single 
display is much more 


than a large number of “bar- 
gains.” That one article will 
aronse the buying instinct, con- 


vert potential buying power into 
active buying power. Once the 
person is in the store, the adver- 
tising medium has served its pur- 
pose and the effectiveness of your 
salesmanship will determine the 
final result. 


Modern Kitchen Bureau Drive 
(Continued from page 9) 
will a special series of newspa- 
per mats that will incorporate 
the salient features of the nat- 
ional advertising story. Radio 
spot announcements, cook books 
and other collateral material is 

also available. 

To stimulate interest in the 
spring showing, the bureau is 
sponsoring a $1,200 cash prize 
contest for window displays. 

The Bureau has_ requested 
manufacturers to concentrate a 
sizeable portion of their yearly 
advertizing effort during the 
spring showing, and to supply 
all retail outlets with timely dis- 
play and promotional material 
to supplement Bureau material. 






















Thoroughbred quality is more, far more than the veneer 
that is all too often mistaken for the real thing. Fortunately for all of us ... the 
thoroughbred, in time, comes to its just reward through public acclaim and accept- 
ance . . . while the gruelling test of the race takes its toll in ‘also rans.’’ No greater 


test of quality exists than the test of time . . . and Bull Dog Electric Products have with- 





stood that test. Long years of unfailing and unquestionably satisfactory service to 


thousands of users stand as proud evidence of the inbred quality of Bull Dog Products. 


BULL DOG ELECTRIC PRODUCTS CO. 


DETROIT « MICHIGAN 
Bull Dog Electric Products of Canada Ltd., Toronto, Ontario 
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Service Men Sell 
For This Dealer . 


HE Tompkins Company, under 

the management of Claude 
Hodges, has done an outstanding 
job of merchandising major appli- 
ances in Augusta, Georgia. Mr. 
Hodges says his service men have 
been responsible for many of the 
appliance sales of the company. 

“Service men have a great op- 

portunity for selling,” he points 
out. “They have the best entree 
and have a perfect opportunity to 
find out just what equipment is in 
use in a home, what condition it is 
in and what equipment may be 
needed. Furthermore, they have a 
chance to talk to the housewife 
when she has built up no defense 
as is the case when she talks to a 
regular salesman. And she may 
have more confidence in the 
service man as a technician.” 

Consequently, Mr. Hodges trains 
and coaches his service men in the 
art of looking for possible sales 
and in “planting a seed” by sug- 
gesting the economy and effici- 
ency of some needed unit and be- 
ginning a sales procedure which 
will be picked up and continued 
by a regular salesman later. The 
service men do no closing but turn 
in the leads to the office. 

In addition to this feature, Mr. 
Hodges stresses the importance of 
thoroughness in servicing appli- 
ances. He makes it a point to try 
to give better service than his com- 
petitors, including the local power 
company. 

An interesting sidelight comes 
from Mr. Hodges service depart- 
ment: “Trouble complaints are 
often based only on some idea or 
fancy of the customer’s imagina- 
tion. She may call up to say that 
her refrigerator, range or vacuum 
cleaner is not working right. In 
these cases a thorough investiga- 
tion by the service man frequently 
reveals that nothing is wrong with 
the unit and that operation is nor- 


mal. Yet, the customer is not 
usually satisfied with such an 
answer. 


“We have learned that it is best 
to find something wrong, if the 
customer says something is wrong. 
After the check-up tell her that you 









found the kaniblin pin lagging 

slightly, or that the funicular 
valves were sluggish, and that the 
necessary corrections have been 
made, plus general adjustments, 
and that the unit is now in good 
shape. Nine times out of ten you’ll 
leave her satisfied and will hear no 
more from her in the way of com- 
plaints—provided, of course, that 
you make sure there is really noth- 
ing wrong with the unit. 

“Understand that this practice is 
not intended to make repair sales 
where none are needed. It is not 
used unscrupuously, for that would 
be foolish and would eventually re- 
sult in lost customers. 

“This is just a psychological 
point, of course, but the necessity 
for bringing it into play comes up 
frequently.” 


Price Cutting Necessitates 

Increase In Volume 

“Cut out price cutting,” says 

Jack Meehan, dealer coordinator 
for southeastern division, Flori- 
da Power and Light Company. To 
emphasize his point and to put 
the matter clearly before dealers, 
Mr. Meehan issued a bulletin to 
his dealers in which he said: 

“Not one dealer in a thousand 

(that’s an optimistic statement) 
knows how much he must in- 
crease his volume when he cuts 
his prices five per cent. A man- 
ufacturer friend uses some fiz- 
ures to show what happens when 
a man doing business on a 25 per 
cent margin of profit starts to 
cut prices. He may know that in 
order to make the same money he 
will have to increase his volume, 
but he seldom knows how much. 
Here are some interesting fig- 
ures: 

A cut of 5% requires 25% 
crease in volume. 

A cut of 10% requires 62% in- 
crease in volume. 

A cut of 1214%%4% requires 100% 
increase in volume. 

-A cut of 15% requires 150% 
increase in volume. 

“Another delusion entertained 
by price-cutters is that by reduc- 
ing the price they can increase 
their turnover and thus equalize 
the loss of profits. How much 
does turnover have to be speeded 
up? Look at these figures: _ 


in- 
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A cut of 5% requires a turn- 
over of 1.32 times. 

A cut of 10% requires a turn- 
over of 1.85 times. 

A cut of 15% requires a turn- 
over of 2.95 times. 

A cut of 20% requires a turn- 
over of 6.25 times. 

“Take those figures into some 
quite place and do your own edi- 
torializing. You may also do the 
Good Samaritan act by sharing 
them with others who may not 
know as much as you do about 
the evil results of price-cutting.” 





Home Building Expected 
From New Law . 
(Continued from page 8) 


mortgage as separate properties 
are sold. 

The Federal Housing Adminis- 
tration will insure mortgages up 
to 80 percent of the appraised 
value of projects provided that, 
in the case of large scale devel- 
opments constructed under Sec- 
tion 207, the amount of the mort- 
gage may not exceed $1350 per 
room, and in the case of the 
smaller developments built under 
Section 210, the mortgage may 
not exceed $1150 per room. 


Modernization and Repair Program 


Notices have been sent to 7,000 
lending institutions throughout 
the United States authorizing 
them to begin making moderni- 
zation and repair loans under 
Title I of the amended Act. 

Persons, partnerships and cor- 
porations are eligible to borrow 
money under the modernization 
and repair credit plan. The bor- 
rower must have an assured in- 
come, demonstrate his ability to 
repay the loan, and own the prop- 
erty to be improved or have a 
lease on it running at least six 
months longer than loan term. 

Amounts up to $10,000 may be 
borrowed to repair or improve 
existing structures and amounts 
up to $2500 may be borrowed for 
the erection of new structures. 

Repayments of the loans may 
be spread over a period not to 
exceed five years for moderni- 
zation and repair work and not 
to exceed ten years for the erec- 
tion of new structures for resi- 
dential use. 
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Florida Association 
Meets In Orlando . 


ITH a program of national 

electrical authorities that 
would prove a credit to any nat- 
ional convention, the Florida 
Association of Electrical Con- 
tractors and Dealers concluded 
their most successful convention 
in Orlando, February 23. The 
meeting, which began February 
21, was attended by nearly 175 
electrical contractors, appliance 
dealers, electrical inspectors, 
electrical wholesalers and manu- 
facturers’ representatives. 

Among those who addressed the 
meeting were Laurence W. Davis, 
New York, general manager of 
the National Electrical Contrac- 
tors’ Association; Ralph M. Wal- 
ker, Atlanta, vice president, Na- 
tional Electrical Contractors’ 
Association; D. B. Clayton, Bir- 
mingham, soutneastern executive 
committeeman of the Nationa) 
Electrical Contractors’ Associa- 
tion; the Honorable Walter W. 
Rose, Orlando, senator from Or- 
ange County, Fla.; Howard C. 
Babcock, Orlando, president of 
Orlando Utilities Commission; J. 
H. Roscoe, Jacksonville, Southern 
Bell Telephone and Telegraph 
Company; A. Penn Denton. New 
York, consulting engineer with 
Rigid Steele Conduit Association; 
Victor H. Tousley, Chicago, nat- 
ional secretary of the Internat- 
ional Association of Electrical 
Inspectors; C. B. Rogers, Atlanta, 
heating engineer and southern 
representative for Edwin L. Wie- 
gand Co. 

Both Monday and Tuesday 
mornings included general ses- 
sions, a closed session for active 
members only was held Monday 
afternoon, and a code school was 
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conducted Tuesday afternoon 
and Wednesday. 

A complete story of the con- 
vention and announcement of the 
newly elected officers will appear 
in April issue, ELECTRICAL SOUTH. 





Adequate Wiring 
Program 
LSEWHERE in this issue 
will be found the details 


of the National Adequate 
Wiring Program just released 
by the executive committee 
of the National Adequate 


Wiring Bureau. Although the 
Bureau has developed what 
appears to be a valuable pro- 
gram and much useful pro- 
motional material, the ulti- 
mate success of such a plan 
will depend upon the support 
it receives locally. 

In some localities electrical 
leagues or other electrical 
industry associations are al- 
ready in operation and it will 
be only a relatively simple 
problem to promote the ade- 
quate wiring program. 

Where such local organiza- 
tions are not already func- 
tioning, electrical contractors 
are urged to take the lead 
in promoting a local electri- 
cal industry organization. 

The subject of adequate 
wiring will be discussed more 
completely in the April issue 
of ELECTRICAL SOUTH. Feature 
articles will cover the sub- 
jects of profit possibilities in 
residential wiring, selling in- 
dustral electrical moderniza- 
tion, and a survey of wiring 
activities promoted by south- 
ern electrical associations 
and leagues. 

















Wiring Design Handbooks 
Widely Distributed 


By Allan Coggeshall 


L ORDER to obtain better 
knowledge of the extent to 
which the 34,000 copies of the 
Handbook of Interior Wiring De- 
sign already distributed through- 
out the country have been put to 
use and made effective, NECA sent 
out a questionaire to key men in 
principal cities throughout the 
country. 

The replies indicate that copies 
of the Handbook have reached all 
contractor members of NECA, but 
in most of the cities reporting only 
a few copies have reached the 
hands of other electrical contrac- 
tors not members of the contrac- 
tors’ associations. In several cities 
the local electrical leagues or the 
utility company have distributed a 
limited number of copies, but only 
in those cities where special meet- 
ings have been arranged for a 
study of the Handbook has there 
been a systematic distribution and 
encouragement of the use of the 
Handbook generally. 

Only 20 per cent of the cities 
replying have held such meetings 
for promotion of the Handbook, 
but in those cities the results indi- 
cate that it was well worth while 
and created wide interest in the 
use of the Handbook. Several of 
the men replied that no previous 
thought had been given to the 
holding of such meetings but as 
the result of the questionnaire 
sent out the matter had been taken 
up with their utility managers 
and it was agreed that such meet- 
ings should be held as soon as pos- 
sible and a systematic study and 
use of the Handbook encouraged. 

Reports on the distribution of 

(Continued on page 30) 
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Wiring Apbequacy IN Pustic Works 





NE of the most modern 
and adequate wiring and 
lighting jobs to be found 


in the South is that for the new 
$450,000 headquarters building of 
the State Highway Department 
at Montgomery, Alabama. The 
building itself is of distinctive 
design, being of monolithic con- 
crete construction, erected as a 
WPA project under the direction 
of H. H. Houk, chief engineer of 
the Highway Department and C. 
S. Sherlock, Jr., assistant to the 
chief engineer. Among the fea- 
tures are a roof pool for insula- 
tion purposes and a split duct 
system for the air conditioning, 
the latter permitting easier tem- 


perature control in the condi- 
tioned spaces. 
The wiring and lighting was 


designed by and installed under 
the direction of H. D. Mosley, 
son of the proprietor of Mosley 
Electric Company of Montgom- 
ery, Alabama, with which he was 
formerly connected. Young Mos- 
graduate in Electrical 
Engineering from the Alabama 
Polytechnic Institute (Auburn). 

Mr. Mosely was assisted in the 
lighting design by D. D. Black, il- 
engineer, Alabama 


ley is a 


lumination 
Power Company. 


A three phase, four-wire sys- 










Advances the Electrical Industry 


By Geo. H. Watson 


tem is used in the building. This 
effects a saving in wire and con- 
duit besides being otherwise 
more practical than the single- 
phase system. Current is fed 
into the building underground, at 


2400-4160 volts, through three 
number 1/0 lead covered cables 
and one number 1/0 weather- 


proof wire, the weatherproof wire 
being used as the neutral. This 
is contained in a three-inch gal- 
vanized conduit duct coated with 
black asphaltum paint. Another 
three-inch conduit is carried 
along as a spare. 

Entrance into the building is 
made through an oil circuit 
breaker which is mounted behind 
a dead front, totally enclosed, 
panel board. This circuit break- 
er has a capacity of 100 amperes 
and is protected by an overload 
and low voltage trip. This pri- 
mary board contains three poten- 
tial and three current trans- 














At the right above is the oil circuit breaker and 
metering panel in the new State Highway Build- 
ing, Montgomery, Alabama. 
view of the transformer vault and the high volt- 
age service entrance cable . . - . . 








formers which are used on the 
meter circuit, also three curent 
transformers for the circuit 
breaker trip coil. The meter is 
mounted on the same panel with 
the oil circuit breaker. From the 
primary switch board the line 
feeds into the transformer room 
by means of lead covered cable en- 
closed in three-inch conduit and 
terminated at a three conductor 
pohead, the neutral conductor 
being carried in another conduit. 
From this pothead it continues to 
the primary bus system where it 
is hooked to the three single- 
phase 150 kva_ transformers. 
These transformers contain non- 
explosive and non-combustible 
oil which is a great safety factor. 
These transformers are mounted 
in a regulation brick vault with 


ample _ ventilation. For addi- 
tional protection the _ trans- 
formers are mounted on a four- 


inch concrete base. 
From the secondary side of 
these transformers leads. are 


At the left is a 
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Lighting coves 30 feet long with 
twin sockets mounted on 16-inch 
centers illuminate the main lob- 
by. Lighting level in the draft- 
ing room is approximately 50 foot 
candles. Lighting panels are re- 
motely controlled by a magnetic 
switch at the entrance to the 
room. Silvered glass reflectors in 
ornamental concrete urns are 
used effectively in hallways 


taken to an open bus system 
which is suspended from the 
ceiling of the vault. Each con- 
ductor of the secondary bus sys- 
tem consists of three one-quar- 
ter-inch by four-inch hard-drawn 
copper bars suspended from the 
pipe racks by four-inch 7500-volt 
insulators. This bus ties on to 
the secondary distribution switch 
board. The switch board is pro- 
tected by a transite barrier, be- 
tween the switch room and vault. 

The secondary’ distribution 
switch board is of the totally en- 
closed dead front type. It con- 
sists of one 1,000-ampere air cir- 
cuit breaker, three 400-ampere 
air circuit breakers, seven 200- 
ampere air ‘circuit breakers, 
eight 100-ampere air circuit 
breakers, and two 50-ampere air 
circuit breakers. From this dis- 
tribution board all lighting and 
power risers fan out to the separ- 
ate parts of the bulding. All 
lighting and power panels are of 
the automatic circuit breaker 
type. Not a single fuse plug is 
used in the entire building. 

The estimated connected load 
for the building is 743 kilowatts. 
This takes care of lighting, air 
conditioning, elevators, blue 
print machines, material testing 
equipment, and some small equip- 
ment. In spite of the fact that the 
diversity factor for this building 
would be rather small, a 450 
kva transformer bank is_ used. 
This is done because the trans- 
formers are owned by the High- 
way Department. An increased 
load can be taken care of with- 
out danger of  over-loading. 
Ample provision is also made for 
taking care of increased loads in 
the different parts of the build- 
ing as each panel is provided 

(Continued on page 76) 
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Lighting Given Emphasis 


In Dining Salon 


MPHASIZING the fact that 
E modern lighting is a most 

important factor in the 
profitable operation of a large 
hotel dining room, the Mayo 
Hotel of Tulsa, Oklahoma, re- 
cently spent $35,000 in converting 
a stiff, formal dining room, with 
towering ceiling and antiquated 
lighting fixtures, into the clubby 
“Marine Room” where lighting 
effects get the principal empha- 
sis. 

Whereas the dining room that 
was displaced was always con- 
sidered a “white elephant,” the 
new Marine room has proved so 
popular that patrons find it nec- 
essary to make reservations days 
in advance. 

In this new dining room all day- 
light is excluded, so that the light 
is absolutely controlled at all 
times to suit the occasion. A 
luncheon there takes the diners 
into an atmosphere entirely apart 
from daily routine. Possibly it is 
the illusion of night life at noon 
time that fills the Marine Room 


each day for luncheon, not to 
mention the demand for tables at 
night. 


In design the room is highly 
modernistic, with a stage for the 
orchestra and a dance floor as 
the central points of attraction. 
There is an abundant use of 
glass brick, in the form of illum- 
inated panels regularly spaced 
about the walls, the first extens- 


ive use of glass brick in construc- 
tion in Oklahoma. 

Lighting is all indirect and 
soft in tone, illumination being 
obtained from 1,650 light bulbs 
of 15, 40 and 60 watt capacity. 
These bulbs are divided among 
amber, blue, red and white so 
that a variation of color effects 
can be produced from a manual 
switchboard, but plans have been 
made for the installation of a 
motor-driven, automatic switch 
to provide a constant although 


scarcely perceptible change in 
color effect. 

Inside the Marine Room, the 
panels of glass brick blend 


neatly into the general scheme 
of lighting, without being excla- 
mation points of illumination. 


But at the lobby entrance to the 
dining room, bold and clever use 
is made of glass brick construc- 
tion. 

Double doors 


faced in dark 








Lighting was a most important 
factor in the conversion of the 
stiff, formal dining room shows 
below into the clubby salon 
shown at the left. Outstanding 
feature of this Tulsa, Oklahoma, 
Mayo Hotel dining room is the 
effective use of illuminated glass 
brick panels 


& 
By Baron Creager 


leather are flanked on either side 
by a tall shaft of dull light, the 


effect being obtained from 
rounded pillars of glass rick, 
lighted from within. Without a 
printed word of explanation, this 
entrance way is the dominant 
point of interest from any spot 
in the large lobby and definitely 
suggests the atmosphere of inter- 
est to be found inside. 

Illustrative of the fact that the 
room was designed around light- 
ing effects that were predeter- 
mined is the analysis of George L. 
Dahl, consulting architect of the 
firm of Greene, LaRoche and 
Dahl, of Dallas, who also de- 
signed the Mural Room of the 
Baker Hotel and the Century 
Room of the Adolphus, both in 
Dallas. Says Mr. Dahl: 

“In the design of the Marine 
Room we have attempted to es- 
tablish an atmosphere of intim- 
acy and charm, still retaining the 
dignity and general formality 
which are so essential to the 
main dining salon of a hotel. 

“The room was designed 
around the effects which might 
be obtained by various types of 
illumination. By the _ introduc- 

(Continued on page 78) 
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i hey PREMIER uses 
OLOR SMASH 


in the American Weekly 

























Great Spring campaign starts 
soon and covers entire 
Spring buying season 


Tie up with the most unusual Spring 
promotion drive in Premier's entire 
history! Beginning in April, Premier 
will use a big color smash and then 
more smashes in one of the greatest 
advertising mediums in this country. 
The American Weekly goes into your 
community. It sells goods! So when 
we tell you we are going to be in this 
publication week after week after 
week — it means business for you! 
This fine Spring campaign will help 
you put your cleaner business back 
on a QUALITY basis. You'll sell 
Premier cleaners—and make a real 
profit on every sale! The coupon 
mailed now will bring you the whole 
story in time to enable you to join in! 
































For details on model to be featured and 
full information rush coupon NOW! 












PREMIER DIVISION 
ELECTRIC VACUUM CLEANER CO 


leveland, Ohic 


one iy | America’s 1734 Ivanhoe’ Road, Cle | | 
Rush full story on B Sateen Wastin 
largest-selling and [is 

best-known Name 


VACUUM CLEANERS 
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Cost Accounting System Applicable to 


Contract Service Business 


are essential to any type 

of business but considera- 
tion should be given especially 
to this subject by electrical con- 
tracting firms which have grown 
from small organizations that 
formerly required only the sim- 
plest of methods to record the con- 
dition of the business. 

While many firms of this type 
maintain the usual bookkeeping 
systems which provide periodic 
statements of profit and _ loss, 
balance sheets, etc., a large num- 
ber have grown into sizeable con- 
cerns without enjoying the bene- 
fits of a job cost accounting sys- 
tem. 

Without a job cost accounting 
system it is difficult to determine 
costs accurately, make intelligent 
bids, or adjust contract service 
costs properly. 

Before such a system was in- 
stalled by an electric company 
specializing on elevator motor 
repairs (servicing and repairing 
being their main line), but also 
doing motor repairing and general 
wiring, the office was considered 


P= « accounting methods 


By Fred M. Kunkel 


just so much overhead and an 
item to be reduced as much as 
possible. 

Since installing the cost ac- 
counting system, it has been 
found that office expense may be 
a very profitable investment. 
The company had been losing a 
lot of money; many bills were 
uncollected and charged off with- 
out sufficient effort to collect 
them in time, by law if neces- 
sary; and the records indicated 
that they were not making money 
on many service contracts. 

Thus it was discovered that 
the office was really the whole 
heart and soul of the business. . . 
its very eyes and ears. Before 
that, the office system was re- 
duced to the simplicity of ac- 
counts receivable and accounts 
payable. The accounts receiv- 
able were usually in the form of 
job tickets, filed haphazardly. 
Frequently the time for billing 
was never found, or the job tick- 
ets were misplaced, and many ac- 
counts were not properly billed. 


Now, there is a general ledger, 
an accounts receivable and an ac- 
counts payable ledger, a cash 
book showing receipts and dis- 
bursements, a purchase journal, 
and a general journal (authority 
for insignificant entries, or 
promissory notes, and items not 
ordinarily going into cash trans- 
actions, such as buying material 
on a note basis, etc.) 

The result has been that the 
company is now in a better posi- 
tion to serve the public. They 
are able to get out monthly state- 
ments of unpaid accounts, and 
thus bring collections in faster. 

The most valuable result of in- 
stalling this new system is that 
they know now how to bid on 
work and make money on the job 
if they get it. 

The company does a lot of 
“pop-call” stuff. That is, a call 
comes in to repair a motor which 

(Continued on page 30) 
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Job cost accounting utilizing 
these two simple forms enabled 
this service firm to adjust con- 
tract service costs properly _. 
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ranspunt, ¢ fail! 


Start a new page in your records. Service inter- 
ruptions due to transformer burnouts and fuse 
outages need not occur. 

Operating experience behind the thousands of 
Westinghouse CSP transformers now in service 
definitely proves that most of the failures and fuse 
outages due to lightning, short circuits and over- 
loads can be eliminated! The result is substantial 
improvement in service continuity and customer 
good will, coupled with a new low mark in 
operating costs. Ask your Westinghouse repre- 
sentative today for complete information or send 
for Booklet 2042-A. Westinghouse Electric & 
Manufacturing Company, Department 7-N, East 
Pittsburgh, Pa. 


ONLY C-S-P 
TRANSFORMERS ARE: 


1 Completely Self Protected against lightning 


CSP Trans- —no fuses to replace. 
Sormer—tank 9. Completely Self Protected against burnouts 
e * from short circuits. 

mounted “De- ; 

ape 3 Completely' Self Protected against burnouts 

ion gaps. * from overloads. 

PLUS 

4 Simple, low-cost installation; maintenance 
* expense low after installation. 
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3 NEW LINES 


10 NEW MODELS 


APPROVED AND IMPROVED PROFIT- 
BUILDING SALES FEATURES 


Here’s the Range that has everything! Sensational new 
Select-A-Speed Calrod..Oversized Directional Heat 
oven with 4-Heat Switch. .Thrift Cooker ..com- 
bined Timer Clock and Time Chime..choice of beau- 
tiful colcred hardware—an almost endless Variety of 
sales features to win customers—build profits for you 


in ’38. Don’t delay. See the new Hotpoint line today. 
Style and Beauty in Matched Design... 
Greatest Electric Range Values in Hotpoint History 


ee 


AH 92°: ABR tN ge 


ROYAL—Supreme style and beauty for the modern kitchen, 
plus a wealth of advanced Hotpoint features and improve- 
ments. Three superb models in gleaming white porcelain 
enamel. Extra-large cooking capacity. Large space for 
storage. Choice of Plaskon or Crystal hardware. The finest 
ranges you can buy. Illustrated, above, is The Embassy. RD2. 


EDISON GENERAL ELECTRIC APPLIANCE CO., Inc., 5614 W. Taylor Street, Chicago, Ill. 
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DE LUXE * 


DE LUXE—Hotpoint’s modern 4-model De Luxe line, offer- 
ing a variety of choice to meet every need. Sturdy Hotpoint con- 


struction and smart, streamlined styling, with Select-A-Speed 
Calrod, Thrift Cooker, oversize Select-A-Heat ovens, high 
speed broiler, many other sales-compelling advancements. 


Outstanding values. Illustrated, above, is The Salisbury. RC4. 
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5 COOKING SPEEDS... make the new 1300 watt Select- 
A-Speed Calrod the fastest, most accurate and flexible electric 
cooking unit in the world. [1] Speed (1300 watts) [2] Half (650 
watts) [3] Quarter (325 watts) [4] Thrift (160 watts) [5] Warm 
(80 watts) on 115/230 volts. Gives you the greatest economy 
story ever told on electric cookery. Actually produces 20% to 


64% savings of electric current in many cooking operations— 


brings 8% more speed than 1200 watt Hi-Speed Calrod unit. 


* STANDARD « 


4 


mm) 


iad ~ 







v = 









STANDARD —Three beautiful models offering the greatest 
electric range values ever made available. Striking beauty of 
design is matched only by the many outstanding convenience 
features for every type of cooking operation. Only Hotpoint 
offers sensational electric range values like these for 
volume sales. Illustrated, above, is The Highlander. RB1. 


USE THESE HOTPOINT SALES HELPS—New news- 
paper ads, direct-mail, sound-slide films, outdoor posters, 
floor and home demonstration material — everything 
to help you sell. See your Hotpoint representative. 
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has just broken down, and to do 
it quickly. Under the new plan, 
the first thing done when the tel- 
ephone call arrives is to make 
out a job ticket showing a job 
number, the name of the custo- 
mer, the address, and the loca- 
tion of the job. 

The date and the time is 
printed on by an automatic time 
clock stamp, and other data is in- 
serted such as whom to bill for 
the job, order number, with a 
place to describe the work done 
in detail and a place for the cus- 
tomer’s signature when the job 
is completed. 

This job ticket is then immedi- 
ately assigned to a mechanic, or 
to a man and his helper, and 
they go out on the job, repair the 
motor and give a summary of 
what they did right on the job 
ticket. 

At the end of the day all tick- 
ets on completed jobs are turned 
into the office and a cost sheet 
is made up. 


Billing Routine 


This is known as a “cost and 
billing sheet,” one column show- 


ing the cost and the other side 


the billing figures, three lines 
being allowed for material, one 
for labor, with five lines for me- 
chanics and four lines’ for 
helpers, showing hours’ and 
wages due in dollars, and the 
charge to the customer for that 
labor, plus overhead. At the bot- 
tom is the “total cost” and the 
“total billed,” and the immediate 
result is the “profit per job” at 
a glance. 

The job ticket, and the cost 
billing sheet, go into a perman- 
ent file, after the invoice is made 
out and entry made in the ledger. 
From the cost sheet, it is easy to 
ascertain the billing, for if a job 
costs so much and it is billed for 
so much, there can be no loss on 
that job. Before filing the pa- 
pers, the invoice number is 
shown on the papers. The in- 
voice goes into the bills receiv- 
able account unless it is a C. O. 
D. job. 

If a customer doesn’t pay and 
has a “comeback” on this invoice, 
the office manager may simply 
refer back to the job ticket, pull 
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out the file, and review the facts. 

In that way, the men under- 
stand that accurate records are 
being kept on every job they do 
and, of course, they don’t want 
any comebacks on their work. 
Thus the management has more 
contro] over the men. Every 
man working here sees this sheet, 
and it has a psychological effect 
on him. The work is better since 
the system was installed, and 
“comebacks” have been reduced 
to a minimum. 


Checking Service Contracts 


Another feature of the system 
is an accurate check on all serv- 
ice contracts, so that when a 
contract comes up for a renewal, 
the firm knows whether it can 
renew that contract at the same 
figure or whether it will be 
forced to go up on the price be- 
cause of the mechanical condi- 
tion of the equipment. A partic- 
ular type may be more subject to 
repair, replacements, etc., so that 
quoting the same price would re- 
sult in a loss during the follow- 
ing year. 

The system enables the man- 
agement to check up on “guaran- 
teed service” job complaints and 
determine which mechanics were 
at fault. In such cases, the re- 
pairs are charged off to “guaran- 
teed service,” and the building 
of customer good will. While 
pocketing the loss, there is at the 
same time little chance of repeti- 
tion of the same mistake in the 
future. 

All work is now on a more 
systematic basis. For instance, 
in the elevator department the 
measurement of a cable now goes 
into a permanent file so that a 
man will not have to be sent out 
each time to determine how much 
cable is required. For every- 
thing in connection with each 
elevator is on the record, giving 
a bird’s eye view of the installa- 
tion without going out of the 
office. 

Purchasing is also done more 
systematically. Frequently, the 
firm will take a job and will not 
have all the material in its store 
rooms to complete it and have to 
buy it for that particular job. 
For this purpose they use a “pur- 


chase order,” and wholesalers 
are asked not to deliver anything 
to their employees unless they 
have a regular purchase order 
form. And in billing them for 
material, the seller must show 
the purchase number so the of- 
fice can quickly identify the ma- 
terial and know how to tie-in the 
charges. 

Before this system was inaug- 
urated, any one might buy ma- 
terial in a pinch, and then when 
the bill came in, it could not al- 
ways be referred to any particu- 
lar job, and frequently the profit 
on a job might be lost through 
inaccurate material records. 


Wiring Design Handbooks 
Widely Distributed 

(Continued from page 21) 
the Handbook among architects and 
engineers indicated that in most 
cities there has been a consider- 
able distribution of the Handbook 
among architects and engineers, 
but only in a few instances has the 
distribution been complete or 
handled in a systematic way. Sev- 
eral cities, however, reported 100% 
distribution to architects; others, 
distribution only to the leading ar- 
chitects. One city reported a dis- 
tribution of 200 copies to architects 
and their draftsmen and _ stated 
that “it appears that an additional 
100 will be needed for such distri- 
bution.” 

In addition to distribution of 
the Handbook through utility com- 
panies and Electrical Leagues sev-. 
eral cities reported that the prin-- 
cipal jobbers had placed a consid- 
erable number of copies of the: 
Handbook through their jobber 
salesmen. In a number of the: 
cities distribution of the Handbook. 
had been made to all company ex- 
ecutives in the employ of utilities. 
and jobbers, and to a considerable 
number of electrical contractors 
who were not members of NECA or- 
receiving the Handbook through 
local association membership. 

In those cities where system- 
atic and carefully planned distri- 
bution of the Handbook among ar- 
chitects and their draftsmen has. 
been carried out there has been 
definite evidence of the influence: 
of the Handbook on wiring desigm 
in those cities. 
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NO MORE BEADED 
CONTACTS JOE ! WITH 

THOSE DIAMOND 
POINTED JAWS AND 
“DE-ION’GRIDS 

















In the past, arcs have been broken by “stretching.” 
The “‘De-ion”’ quencher confines, divides and ex- 
tinguishes arcs instantly — obviously preventing 
concentration of burning heat on contacts or 
arc barriers. 


YEP AND THAT 
ONE-PIECE COPPER 
KEEPS’EM AS 
COOLAS A 
CUCUMBER, TOO 


“DE-ION” GRIDS QUENCH DESTRUCTIVE ARCS 


You don’t have to worry about destructive flashovers or burned 
contacts when you install Westinghouse Safety Switches equip- 
ped with ‘‘De-ion” arc quenchers. The “De-ion’”’ feature on all 
Westinghouse 575 and 600-volt switches gives positive protec- 
tion by quenching arcs so fast that they can do no damage. 

And years of trouble-free service are assured by these added 
Westinghouse features: Diamond pointed jaws and extended 
blades confine beading to points outside the contact areas — 
one-piece copper parts eliminate loose connections and keep 
contacts cool and tight. 

All commercial types and ratings — call your local: 

Electrical Wholesaler Electrical Contractor 
Motor Dealer Industrial Agent 


WESTINGHOUSE ELECTRIC & MANUFACTURING CO., EAST PITTSBURGH, PA. 
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Miller Co. Moves 
To New Home . 


AKE the customer think 
M MILLER when electrical 

service is desired! Do 
every job so well that you give 
perfect satisfaction!” These are 
the slogans of H. G. Miller, presi- 
dent of the Miller Electric Com- 
pany which moved recently into 
large new quarters at 556 River- 
side Avenue, Jacksonville, Flori- 
da. 

At the formal opening in Jan- 
uary over 500 people viewed the 
new showrooms. Drinks and 
luncheons were served all the 
visitors and flowers were given 
to the ladies and cigars to the 
gentlemen. This event. obtained 
considerable publicity in the lo- 
cal newspapers and the response 
of the visitors gave great pleas- 
ure and added confidence to the 
officials of the company. 

In planning their new place of 
business every thought was given 
to improvements and innovations 
that would increase service and 
efficiency as well as decrease the 
cost of operating. One of the 
new features is a central chart 
in the stock-room which shows 


Two views of the new quarters 
recently occupied by the Miller 
Electric Company, Jacksonville. 


the exact location of each article, 
the bin for each article bearing a 
number corresponding to _ the 
numbers on the chart. The store 
room is large enough to justify 
purchases in car-load quantities 
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at correspondingly lower prices. 

According to Mr. Miller the 
lighting studio is large enough to 
display 600 new lighting fixtures 
and many floor and table lamps. 
The most modern and attractive 
show window units and commer- 
cial fixtures are displayed in the 
commercial lighting show room. 

Mr. Miller has been in the elec- 
trical business in Jacksonville 
since 1925 and in that time has 
earned an enviable record in the 
contracting field. This reputa- 
tion is enjoyed not only in north- 
ern Florida but reaches into the 
principal cities of Georgia, North 
Carolina, South Carolina and 
Tennessee. In these states they 
have handled many large con- 
struction jobs. 


Portable Generator Speeds Up 
Rural Wiring Installations 


Crawford Collins, electrical 
contractcr of Camilla, Ga.,_ re- 
cently installed a direct driven 
generator in his service truck 
which enables him to make use 
of electrically operated tools on 
rural wiring jobs when no other 
source of electrical service is 
available. 


The use of electric drills part- 
icularly for boring holes in joists 
and cutting holes in ceilings has 
enabled him to speed up installa- 
tion work, reducing the time re- 
quired to .wire a residence or 
other farm- building to almost 
half of that required formerly. 

Mr. Collins states that with this 
new equipment he is now able to 
wire two residences a day and 
completely test out the work 
under the same conditions as if 
the electrical service was actu- 
ally available from the new lines, 
inasmuch as the generator volt- 
age is 110 volts. 


Small House Construction Bureau 
Builds Demonstration Units 


Construction of two demon- 
stration houses for the Memphis 
Small House Construction Bu- 
reau, to demonstrate proper 
methods of small house construc- 
tion, is underway. They will be 
open to the public at an early 
date. 

The bureau is stressing the 
fact that one of the most impor- 
tant things in building a small 
frame house is to obtain an ade- 
quate and safe job of electric 
wiring, one that will take care of 
future electrical expansion. 

The bureau directors, after 
weighing the cost of rigid metal- 
lic tube wiring, flexible cable 
wiring, and knob and tube wir- 
ing, decided to have the houses 
wired with non-metallic sheathed 
cable. 

Switch boxes are of metal, with 
cover plates of Bakelite. 
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WATER HEATERS SELL EASIER 


From homes like this comes convincing 
proof of Real Hot Water Service — 
easy, quick, cheap — just like elec- 
tric light! 


Proving Home Hostesses like this furnish 
Home-proved facts that convince your pros- 
pects, make selling easier. 


ee 
oo? 
Built on Home-proved facts, 

powerful selling helps and sales 

training materials like this really 

SELL WATER HEATERS. 


Colorful, compelling window displays like this 
flag the passing crowd, bring interested pros- 
pects into your store. 


Local Proving Homes of your own give 

you new prospects, free publicity, 

added sales-power, MORE PROFITS! 

This book shows you how. ft a 


SWING AHEAD WITH crc srcscmtiicehen Bureau's nationwide progrem, Call 


WESTINGHOUSE IN 1938! wesssehouse ticcuse & Mfg, Co. Manefeld, Ohic 


Westinghouse Hort Water Heaters 





In this section: Pressure 
testing device for appli- 
ances .. . Repairing com- 
pressor seals . . . Con- 
struction details for re- 
frigerant charging equip- 
ment ae ae 





Pressure Testing Device 
For Appliances 


LECTRIC water heater tanks, 

like all heater tanks, have 
scale and corrosion formed on 
the inside after a few years in 
use, and often oxidize until a 
small pin hole comes in the tank. 
And then again cooling and heat- 
ing of the tank sometimes causes 
a crack to come in a welded seam 
of the tank, or a small leak forms 
around a fitting. It is common 
to find these leaks so small that 
it is impossible to find them with 
ordinary tap pressure unless the 
tank is heated. And it is usu- 
ally discovered only by the wet 
insulation. This trouble, if not 
corrected immediately, tends to 
ruin the thermostats, wiring in- 
sulation, start the tank to rusting 
on the outside as well as greatly 
reducing the efficiency of the 
water heater. 

The most simple method of 
testing for this type of leak is to 
use high pressure, and since wa- 
ter is the most easily detected, 


and the only economical safe me- 
dium to use for compression test- 
ing, we decided to make a hydro- 
static tester for this purpose and 
here’s how we did it. 

We chose from the scrap pile 
a shallow well pump, that had 
been traded in on new equip- 
ment, and was of little or no 
value. This pump was. dis- 
mantled and the compressor was 
securely fastened to a shelf near 
the testing pit. We substituted 
a hand lever for the fly wheel. 
Then we piped the tap water to 
the suction part of the pump, 
placing a hand valve ahead of the 
pump. On the discharge side of 
the pump, we placed a high pres- 
sure gauge, and piped a line from 
the discharge port for connection 
to appliances to be tested. A 
swinging gate brass check valve 
was placed in this discharge line 
to eliminate continuous high pres- 
sure on the soft valves of the 
pump. 

This provides a flexible instru- 
ment, and when connected to the 
inlet of a tank, with the outlet 

left open, the tank 
can be quickly 
filled without any 
attention to the 
pump. After it is 
filled, the outlet 
can be plugged and 
a few strokes of 
the pump handle 
will give any de- 
sired pressure. 


This photo shows some 
of the details of this 
easily constructed pres- 
sure testing device. . . 


Appliance service men are 
invited to make use of 
this department for the 
exchange of ideas on 
electric appliance servic- 
ing. Payment will be made 
for all material published. 





There is no explosion danger if 
the tank proves to be defective. 

Another use for this tester is 
to determine whether or not 
welded joints on repaired water 
cooled refrigerator receivers 
have been properly made. Also, 
periodic checks on heavy duty 
air compressor tanks may be 
made _ satisfactorily with this 
equipment. It has proved most 
valuable as an instrument for 
testing and adjusting water 
pump controls and safety valves. 


Compressor Seal Service 
And Repairing 
By James Orlin 


S A refrigerator repairman I 
get many service calls in 
which I find that the cause of 
the trouble is a leaky seal. In 
many cases the wear on the seal 
and the shaft is so bad that either 
one or both must be replaced. In 
many cases however I find that 
I can make a very satisfactory 
repair without the use of a new 
seal, and have the job working 
again inside of an hour or two. 
When the seal ring surface is 
not too badly scratched or ridged, 
I have found that I can recondi- 
tion it by the following method. 
I have three surface plates, one 
for coarse grinding, one for fin- 
ishing and the third for polish- 
ing. These surface plates I keep 
protected against damage when 
not in use by wrapping in corru- 
gated board. For the roughing 
in process—to remove ridges 
quickly—I use a paste of finely 
ground glass and thin oil. For 
(Contniued on page 45) 





Hunter Adaptair Ho- 
tel Type 52” Ceiling 
Fan. Instantly ad- 
justable for either up 
or down draft. 


General Electric Medium Sized 
Quiet Fan. Newly designed blades 
give an immense air delivery with 
extreme quietness. 


vageee. te 
Sty ‘an—Beautiful— . 4 . 
: “Kool - Waiv” noiseless attic } ‘ 3 ; 
oy et tes oar mere jane jor onmoar cacng ‘i Westnghowae, Power-Aire with 
than one ordinary fan. exceedingly low decibel (noise) blad y hich — oy t-br 
ratings as well as excellent ca- : oP ncgayc ~~ f lie — 
pacities of air, simple in .con- 7 ti fon a a ee 
struction and easy to install. ere 
International Engineering, Inc. 
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Diehl Air Circulator. Ceil- 
ing, tall pedestal and coun- 
ter-wall bracket models, 
all with resilient rubber 
mountings. 


{dvertisers 


In This Section 


The COOLAIR Residence Fan, Ruf! ek RUBBER-BLADED SAM- 
ond i installation Che g | e { P SON SAFE-FLEX . ns 
on AB. -* ie] 1 — Superior Breeze-Power .. . 
; . Signal No. 550-A 10” 400% Quieter than conven- 

Oscillator, 


The Chelsea Bucket Blade junter Fan & Vent. Cc ; A. CG. tional metal-bladed fans by 
Exhaust Fan with ball nternat ' ring ne speed fan, with si- actual scientific test. 
thrust bearings is de- mson-Unitec rr 

signed for installations 

where economy as well 

as quality is essential. 
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estinghouse Elec. & 


vailable in three sizes, Viking Victor No-Draft Fan featuring “Buffalo” Breez-Air Attic Fan for 

CirCOOLators” combine pleasing the sensational new “Miracle REX AIRATE new attic ventilators. Com- home comfort cooling. A large ca- 

Ppearance with efficient and si- Breeze.” Ribbon test proves plete, ready to install, with automatic ceiling pacity fan that is unusually quiet 
operation. amazing no-draft performance. shutters. Quiet and economical in aperation. and economical in operation. 
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MICARTA BLADES 


The Reason For ‘‘Hushed Coolness”’ 


MICARTA is the pioneer lamin- 
ated plastic. 1! is as strong as 
structural steel for equal weights 
of cross section, yet is only one- 
half the weight of aluminum. It 
will not readily split or break, 
even with a violent blow. It is 
nonresonant, eliminating metal- 


lic “hum”, 
e 


MICARTA is waterproof, oilproof, 
heatproof. Oil, gasoline or even 
acid solutions of moderate 
strength do not affect it. it is un- 
harmed by temperatures up to 
230° F. {above the boiling point 


of water). 


ONLY WESTINGHOUSE FANS 
--shove ultra-quiet blades of 
MICARTA, stronger, lighter, 
quieter, long-lived. Scientific, 
deep-pitched over-lapping de- 
sign enables them to pick up 
more air and send it further, yet 
with less sound than ordinary fan 
blades. ; 


Westinghouse Electric & Mfg. Co. 
Merchandising Division, Dept. 8191 
Mansfield, Ohio 


Let’s have the details on your complete 


1938 fan selling campaign. 


Name 
Address 


City State 
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Make Your Store HEADQUARTERS for 


These Westinghouse Factory Ads 
Appear in YOUR Community 


Westinghouse factory fan advertising 
features ‘“‘Hushed Coolness’? in your 
community, in local newspapers... right 
when it’s hottest. These ads are released 
on a temperature basis, which means 
they are pointed at your fan customers 
on the peak fan selling days. . . for im- 
mediate sales and profits. Tie up with 
this nationwide program NOW. 


LIST YOUR STORE NAME...NOW 


You can sign your store name, address and phone 
number to every ad appearing in your commu- 
nity, in BOLD FACE TYPE. Here’s an extra 
plus that only Westinghouse fan dealers will 
have. Ask your Westinghouse representative for 
the details, or fill out and mail the coupon below. 


Use These Displays to Tie up YOUR 
Store with this Advertising 


Identify your store as 
‘“‘Hushed Coolness’ head- 
quarters when the local 
newspaper advertising runs 
in your community. Use 
the striking ‘“Hushed Cool- 
ness’? Westinghouse fan 
displays ... FURNISHED 
FREE .. . in your window, 
in your store. It’s a per- 
fect tie-up for you! 


Also available in 
a three-fan unit 


Westinghouse 











COOLNESS 


Westinghouse 


LONG. LEE FANS 


Re} Te! 
LIFE 


FANS 
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PLAN NOW FOR PROFITS FROM 


1938 2 


THE EXTENSIVE DIEHL FAN LINE 


There is a definite, tangible appeal in the 1938 Diehl Fan line that can give you a 
fast-moving fan business. 

Dieh! Fan simplicity of design and operation plus the established popularity of Diehl 
Fans among buyers of desk, wall and ceiling types and air circulators—for commercial 
and industrial service and domestic use from kitchen to attic—here is a selling combi- 
nation that’s mighty hard to beat. 

Added to this is a series of quick-acting sales helps that will not only grab prospects 
off the street and bring them into your store, but will also help you close sales. 

Plan now to get your share of the profits from this extensive Diehl Fan line for 1938. 
Write for your copy of the Diehl 1938 Fan Catalog No. 49 and merchandising pro- 
gram to Diehl Manufacturing Co., Electrical Division of The Singer Manufacturing 
Co., Elizabethport, New Jersey. 
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Electrical Distributors, Dealers! 
There’s Money for You in Next 


SUMMER’S HEAT WAVES 


Hot weather is Breez-Air Attic Fan weather. The last 
few summers have proved that statement in a very sub- 
stantial and profitable way to Buffalo distributors 
and dealers. 

If you have a good sales organization and want to 
add a real “comer,” we urge you to write or wire at 
once for complete information while good territories 
are still available. 

When you see our sales building plan, you will be 
interested. 


BUFFALO FORGE 
COMPANY 


210 Mortimer St. Buffalo, N. Y. 
Branch Engineering Offices in 
Principal Cities 


Canadian Blower & 
Ltd., Kitchener, Ont. 


= 
Ld 
mg) ie 





Buffalo Breez-Air Attic Fans are turned on after sun- 
down. They remove the day’s accumulation of hot, 
sultry air, and draw in the cool night air. Thousands of 
home owners in your city will want this Summer comfort. 


BREEZ-AIR ATTIC FANS 


for HOME COMFORT COOLING 


In Canada: 
Forge Co., 








INCREASE YOUR FAN SALES 


WITH THIS GROUP OF 


WAGNER PROFIT-MAKERS 


¥ Wagner Popular-Priced Fans 





are Volume Getters/ 


They are streamlined . . . have con- 
sumer appeal. They are leaders that 
will create interest in fans generally 
and so offer you further opportunity 
for sales in the higher-priced, higher- 
profit items of Wagner’s comprehen- 
sive fan line. 

All Wagner Popular-Price Fans are 
backed by Wagner’s regular guar- 
antee. They are made to such stand- 
ards of mechanical and electrical 
quality that they stay sold. They are 
outstanding in value. 

The fan items shown are just a small 
part of the complete line of Wagner 
Fans. The complete line contains 
styled and conventional-type desk 
fans, ceiling fans, air circulators, 
ventilating fans, and exhaust fans. 


Send Today for the New 1938 Cata- 
log on Wagner Fans. It’s yours for 
the asking. 


WadgnerElectric Grporation 


6400 Plymouth Avenue, Saint Louis,US.A. 


Wagner 8Inch Non- 
Oscillating Fan. 


Wagner 10-Inch Non- 
List $3.95 


Oscillating Portable 
lan. 


List $6.95 


Wagner 10-Inch Os- 
cillating Portable 


lan. 
List $9.95 





“er 


Wagner 10-Inch Os- 
cillating Pedestal Fan. 
List $14.95 


Wagner 12-Inch Oscil- 
lating 2-Speed Portable 


Fan. 
List $17.95 





Wagner 10-Inch Window 
Ventilator. 
List $8.45 





MOTORS ~- TRANSFORMERS - FANS - BRAKES 
FF238-1AB 


Wagner 10-Inch Wall-Box 
Ventilator. 
List $22.45 
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for Cooling Air Circulation 







This highly efficient attic fan, turned on after 
sundown, expels the over-heated air that has 
been stored up throughout the house durin 
the day and draws in cool night air Pear 
open doors and windows. Creates — 
air circulation throughout all rooms, cools o 
the whole house, assures comfortable, restful 
sleep. By closing the doors and windows in 
the morning, the house will stay cool for hours. 
This unit hasa large sale in the South because 
of its welcome relief from hot weather. Made 
in § sizes, easy to install, attractively priced. 


Portalle Room Unit 


for Homes, Offices, Apartments, 
Hospital or Hotel Rooms 


an efficient portable room cooler 
and air conditioner at a fraction of 
the cost for mechanical refrigerated 
units. It takes fresh air from open 
window ... washes it to take out 
dust, dirt and pollen, then cools 
and circulates it. Its refreshing 
coolness is a boon to workers in 
office or home ...a blessing to hay 
fever sufferers, invalids and old 





folks. Plugs into electric socket, 
easily portable, requires no drain, 


Price, F.O.B. Factory 
¥195% 


JOBBERS - DEALERS 


Send coupon for catalog 
of USAIRCO Equipment 
and our exclusive fran- 
chise. State territory. 


Mail 
This Coupon Today 


UNITED STATES AIR CONDITIONING CORP. 


UNITED STATES CONDITION 
AIR CONDITIONING CORP. |i ssncomnem 





USAIRCO Midge Kooler-Aire 


FOR SMALL STORES, SHOPS, 
CAFES, OFFICES, ETC. 


At amazingly low cost, it brings to the small business 
place the same cooling efficiency enjoyed by thous- 
ands of theatres from large Kooler-Aire installations. 

Draws in 100% fresh air, washes out dust, dirt and 
pollen, COOLS the air to the COMFORT point, then 
circulates it evenly with exclusive USAIRCO controls. 
Air completely changed every few minutes. Comes 
complete, fits into small space; quickly installed, no 
ducts. For larger places, two or more Midget Kooler- 
Aire units offer efficient air conditioning $ 2522 
at minimum cost! Price F.O.B. Factory. . 3 a 























MINNEAPOLIS, MINN. I NR ona covuvkiensiaehiassstensceueseuaebmeiin 

420 Lexington Ave., New York City 543 W. Washington Blvd., Chicago 
Phone Mohawk 4-0563 Phone Dearborn 7443 PE apie casks osha wie ss chide kababot ayaweee+sGREhs oFR Ota baa 
In Canada—Canadian Air Conditioning Co. Ltd., Toronto, Ont. M05 Fs sv ccaaad scene tab Astin d th tha sben entice 








B .S. Air Conditioning Internatio 505 Fifth A 
Export Office—U i pioning 5 neers nal, Inc., VO 


U.S. AIRCO DEPENDABILITY PROVED by over 6000 THEATRE and COMMERCIAL INSTALLATIONS 
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GET SET 
To Make Big Profits 


With COOLAIR 


Lee demand for comfort cooling in homes, 
stores, restaurants and industrial buildings 
will be greater than ever this year. Scorching 
summer weather is just ahead so get set now to 
roll up big profits with Coolair ventilating and 
cooling systems. 





























Coolair is again helping dealers get the jump on 
competition with new, colorful mailing pieces, ad- 
vertising in trade publications, completely illu- 
strated sales manual and other dealer helps. And 
Coolair systems have long led the field with quiet 
performance, long, economical operation and ef- 
ficient cooling service. Every installation means 
a satisfied customer and 
leads to new prospects. 


Cash in on Coolair’s 
time-proven superiority. 
Don’t delay — be ready 
for the first rush of hot 
weather business. Write 
today for complete in- 
formation. 





GET THIS FREE ILLUSTRATED MANUAL 


Mail this coupon today for your copy of 28-page, 
pocket-size manual containing sales helps and in- 
stallation suggestions. See for yourself why Coolair 
leads competition. 


Please Send Me Your Coolair Manual. 


Name 


a pea 
AMERICAN COOLAIR CORPORATION «» JACKSONVILLE, FLORIDA 





x RIBBON TEST 
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DOUBLE YOUR 
FAN SALES 


with this 











free copy | 
Today! 
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The Biggest News in 
Years...... VICTOR'S 


“MIRACLE BREEZE” 


i) eam od @ Get the facts now about 
¢ _ Victor’s “Miracle Breeze!” 

It’s the biggest sales feature 
in fans that you've ever had 
to offer your trade. Think of 
it— No Drafts, No Blasts, no 
risk of catching a bad sum- 
mer cold. A complete line—desk fans—over- 
head models—high velocity air circulators and 
the new Victor “Streamliners.” See the famous 
Victor ribbon test and you'll realize Victor 
Fans will outsell any competition. Ask your 
Jobber for Victor —“the finest fans ever built!” 


VICTOR ELECTRIC PRODUCTS, INC. 
776 Reading Road Cincinnati, Ohio 
Makers of Victor In-Bilt Kitchen Ventilators 


Write for Free Catalog, Now! 
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THE ““MAINLINE’’ AND 
PROFIT LINE FOR 1938! 


Tie in with G-E Fans for 1938 and get your 
AMAZING, NEW G-E share of the profits that General Electric Fan 


Dealers will enjoy! You’ll have four lines of 

SUPER-QUIET FAN fans—Super-Quiet, Quiet, Standard and Junior 
—and brilliant new sales and advertising helps 

The world’s champion featuring a brand new “HOT WEATHER 


breeze maker! Moves tre- os 
‘ NERVES” consumer approach! 
mendous volumes of air at 


high velocity, and with 
extremely quiet operation, 
due to revolutionary new 
G-E Vortalex Blades—an 
exclusive General Electric 
development. It pays to stay Appliance and Merchandise Department, Gen- 
with the leader! eral Electric Company, Bridgeport, Conn. 


GENERAL @ ELECTRIC 


The salesman of your local G-E Fan Distrib- 
utor has the facts in a new portfolio entitled, 
“THREE GOLDEN REASONS WHY YOU 
WILL PROFIT WITH GENERAL ELECTRIC 
FANS.” Ask to see it! You'll profit by it! 
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It had to come! Success demanded it! 


COMPLETE LINE OF SAFE-FLEX 
RUBBER-BLADED FANS 


READ BUSINESS WEEK’S 
Ass | 





STARTLING PREDICTION—One 
half of all 1938 electric fan 
sales will be on Rubber 
Bladed fans—IT’S NOW COM- 
ING TRUE! 

Yes! It’s here . . . a complete line 





*" HOLD f 24 sales-boosting Safe-fi 
Hi 0 sales-boosting Safe-flex num- 
pen bers. All types—even oscillating 
Powerful! fans. All sizes, from the 6” All- 
The biggest Purpose to big 24” Pedestal Air Coolers. Every one delivering 
-_ Po 9 in breeze power as great as or even greater than metal bladed fans 





of similar size. AND- ALL SAFE-FLEX RUBBER BLADES GUAR- 
ANTEED 5 YEARS! 

No matter what the need or what the price preference—you can 
now answer the profitable demand with rubber-bladed Safe-flex. 
Advance bookings are rolling in fast. We urge you to make your 
commitment now. 

Safe-flex rubber-bladed fans covered by U.S. Patent No. 2,095,223. 


There are now 24 Safe-flex models -.. . 
be sure you see the complete line. 


S AM S$ ON 


Safe-flex RUBBER Electric, Fans 


SAMSON-UNITED CORP. «+ 















19% 


















Safe-flex 24” 
AIR COOLER 
Makes competition 
obsolete! Blows a 
cyclone, yet can 
scarcely be heard! 











ROCHESTER, NEW YORK 
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More Profit--Easier Installation 


Dealers and Contractors everywhere are enthusiastic over the im- 
proved features and larger discounts on this new line of low-priced 
belt-driven air circulating units. 


CHELSEA 


TYPE E---SILENT 
ATTIC EXHAUST FANS 


assure more air per horsepower. Motor designed especially for attic 
ventilating. Long-hour duty—NOT the washing machine type. Motor 
rubber mounted eliminates hum and vibration. Stamped blades as- 
sure perfect balance. Self supporting unit makes installation easy 
and inexpensive. Low operating cost thru the use of highly efficient 
deluxe fan motor. A complete line—30, 36, 42 and 48 inch diameter 
fans with proper size motor for each. 


DEALERS AND CONTRACTORS—Don’t fail to find out about the 
many other features and the larger discounts on this new and better 
line of attic ventilators. Sample unit will be sent on 30-day ap- 
proval. You should also know about Chelsea Bucket Blade Exhaust 
Fans; Air Blast Fans for Industrial Plants; and the full lina of Circu- 
lators, including Pedestal, Ceiling, Counter and Wall Types. Write 
today for full data. 


Chelsea Fan & Blower Co., Inc. 


366 W. 15th St., New York City 
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"LOOKING FOR 
GREATER VOLUME ? 


_tylhto me!" 


without embarrassment or offense. I'll steer 
you clear of the bad risks. 





AONE ele 3 MRC llntioes Singh ont 





Through me you can free yourself from credit 
and financing worries—devote 100% of your 
time to your real business of sales. Your job 


M f ts for electri liances 
sieiy 5 ciglee eats naan pptanpeaalr neg will become easier. Profits will flow in faster. 


are folks who have used my service before. 


Because they know the convenience of my I am your local Commercial Credit Company 











time-payment plan of buying they'll use it 
again in the purchase of electric appliances. 


I have helped them buy automobiles, and 
automatic equipment for the kitchen and laun- 
dry. They appreciate my company’s courteous 
collection methods and reasonable charges. 
When you offer them Commercial 

Credit Company financing, you get 

quick acceptance of terms. 





manager. I am in more than 200 offices 
in principal cities of the United States and 
Canada. My company’s great resources are 
not affected by temporary adverse local con- 
ditions. I can finance al] the sales you can 
make. I stand ready to serve you. Call on me! 





I know how to investigate new cus- e 


tomers and re-investigate old ones 
a2 





0 








COMMERCIAL CREDIT COMPANY 


as 
SC: 





SERVING MANUFACTURERS, DISTRIBUTORS AND DEALERS THROUGH MORE THAN 200 OFFICES IN THE U.S. AND CANADA 


Commercial Bankers 


Headquarters: Baltimore * Consolidated Capital and Surplus Over $64,000,000 
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New Package Zz 
Units! Easy N 
to Install! 
Easy to Sell! 





























os led ee 


The new REX AIRATE package units offer deal- 
ers the simplest and most profitable Summer 
Comfort Cooling Systems for homes. And what 
a sales story behind them—choice of steel vent- 
box with trap doors, fusible link, safety switch, 
and ceiling grill . . . or a steel vent-box with slip- 
joint panels that can be assembled in a few min- 
utes; automatic ceiling shutter with blades that 
open when fan is started and close when fan is 
stopped .. . all complete and ready to set up and 
install, with ceiling moulding, canvas connector 
and fan unit. There’s no time to lose! The sea- 
son is almost upon us! Get the full story now! 


MAIL THIS COUPON! 





AIR CONTROLS, INC. 
Div. of The Cleveland Heater Co. 
1933 W. 114th St., Cleveland, Ohio 
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This is No. 550-A, 10 inch Oscillator, 
$12.95 list 


Dependable performance, accepted appearance and moderate 
prices are outstanding characteristics of SIGNAL Fans. And, im- 
portant is the fact they are a proven product. They have estab- 
lished for themselves, over a long period of years, an enviable rep- 
utation with both the buyer and seller. The name SIGNAL is 
recognized as a brand that is nationally known and which can be 
bought with absolute confidence. SIGNAL Fans for 1938 are real 
values. Every fan carries the SIGNAL guarantee, and approved 
by the Underwriters’ Laboratories. Write for catalog. 


SIGNAL ELECTRIC MFG. CO. 
MENOMINEE, MICH. 


Offices in all principal cities 
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/ NOISELESS 


1938 is sure to be another big year 


for KOOLWAIV’S proposition today—Let 


address Dept. 64. 


DAYTON, OHIO 


























Summer Cooling Fans 


KOOLWAIV Air-Conditioning equipment — 
Cooling Fans, Attic Ventilation Fans, Circu- 
lators and Industrial Cooling of every descrip- 
tion. KOOLWAIV offers the greatest values 
today; AGENTS, JOBBERS, DEALERS—Send 


show you the biggest line-up of equipment and 


sales helps you’ve ever seen. We afe ready to 
put PROFITS in your pockets now; Please 


INTERNATIONAL ENGINEERING, INC. 
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Compressor Seal Service 
And Repairing 


(Continued from page 34) 


the finishing cut I use powdered 
sulphur, and for the polishing of 
the seal ring I use powdered gra- 
phite. Any abrasive used should 
be non-metallic or the seal ring 
will become “charged” with abra- 
sive particles. Each of the three 
surface plates are used with one 
kind of abrasive only. 

Great care must be used in 
grinding down the seal ring so 
as to keep the surface at right 
angles to the shaft with which 
it works. The seal should be 
grasped between all five fingers 
and pressure should be applied 
lightly from all sides. Work the 
seal over the surfacing plate in 
a rotary manner, somewhat like 
a figure 8. Do not move back 
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with good results. 

After the seal has been ground 
to a suitable surface the com- 
pressor shaft should be given at- 
tention. When the shoulder on 
the shaft is in fair condition it 
can be smoothed up by slipping a 
brass tube of suitable diameter 
over the shaft and rotating it by 
hand with a suitable compound. 
However, when the shaft needs 
considerable lapping the hand 
method is too slow, and the work 
should be taken to a lathe or 
drill press. 

With the shaft spinning, the 
repairman works the tube back 
and forth against the shoulder, 
and keeps the surfaces supplied 
with compound and oil. The 
tube for this use can usually be 
made from an old brass or bronze 
motor bushing, but the working 
end should be machined to a true 














and forth in the center of the and flat surface before attempt- 
plate. This produces scratches ing to use. After the lapping all 
and destroys the flat surface of compound should be _ thorough- 
the plate, rendering it useless. ly washed off with gasoline. 
In an emergency when the special When assembling the seal be 
lapping plates are not available sure to flood the seal bearing 
pieces of plate glass can be used with refrigerator oil. 

The new Viking CirCOOLator de- 

livers more air at lower speeds 

and with less power. Note the 


uf it’s streamlined to yield a new 
efficiency and a new economy 
—streamlined from the new 
Air Impellor to the motor that 


drives it; 
uf it’s 


slightest trouble; 


if 


thing, ready to install; 


then it’s a Viking ‘‘Streamline’’ CirCOOLator 


Viking’s prestige and engineering leadership plus Viking’s en- 
ergetic sales support should go far in promoting your 1938 
sales volume and profits. 


automatically controlled 
by the new Auto Timer, which 
starts and stops without the 


it’s packaged complete, with 
grille, pulleys, vent box, every- 


streamlined hub. 
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VIKING AIR CONDITIONING CORP.g@ 


2201 CENTER ST.,N.W 


CLEVELAND, OHIO 


AIR RCULATING EQUIPMENT 
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I have repaired hundreds of 
small domestic type refrigerators 
in this manner, and in doing so 
I have saved both myself and my 
customers a great deal of money. 
Many a leaky seal has been re- 
conditioned in an hour and has 
run satisfactorily—without leak- 
ing—for several years afterward. 
Even when a new seal is really 
needed but not at hand, this 
method will make a good tempor- 
ary repair that will keep the 
“cooler” working until a new 
seal can be ordered. 





Rapid Refrigerant Charging 


Equipment Constructed . . 
By J. F. Ignace 


REFRIGERATION charging 

system, by means of which 
a transfer of gas can be made 
from large cylinders to smaller 
ones is one of the outstanding 
and important features of the 
service shop designed and con- 
structed by and under direction 
of W. A. Stevens, service mana- 
ger for the Baltimore factory 
branch of the Kelvinator division 
of the Nash-Kelvinator Corp. 

As pointed out by Mr. Stevens, 
gas can be purchased cheaper 
when buying in large quantities 
and the saving effected would 
not be possible without the char- 
ging equipment. Through in- 
stallation of this system, the 
slow process of transfering gas 
is eliminated. It is possible to 
charge a 40-pound drum of gas 
in 52 seconds as compared with 
10 to 15 minutes under the old 
process. 

The charging system operates 
as follows: The gas from the 
large container is run through 
coils which are submerged in an 
alcohol solution at zero temper- 
ature and connect to the various 
charging boards. The alcohol 
solution is kept at zero tempera- 
ture by a quarter horsepower 
compressor and a direct expan- 
sion cooling coil in the tank. 

The theory is that the temper- 
ature of the atmosphere _ sur- 
rounding the large container is 
high enough to ‘create sufficient 
pressure to drive the cold gas in 
the submerged coil into smaller 
containers, coils, or compressors. 
The tank containing the cool- 
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ing coils is insulated with three- 
inch cork. Inside is a direct ex- 
pansion coil of about 75 feet of 
%-inch copper tubing. A %,- 
horsepower compressor is con- 
nected to the expansion coil in 
the tank. The tank has a capac- 
ity of about 40 gallons. There 
are three coils of ‘42-inch copper 
tubing submerged in the zero de- 
gree alcohol solution which are 
connected separately to the three 
large containers of sulpher-diox- 
ide, freon and methyl-chloride. 
The other end of the coils lead 
to the charging boards and from 
there the gas is distributed as de- 
sired. 


Service Shop Conveniences 


Two noticeable conveniences are 
found in the shop of Clyde Huling 
Electric Company, Okmulgee, Okla. 
One is a movable light over the work 
bench. By means of an overhead 
wire and pulley, the light can be 
moved to any position over the 
bench desired. 

An upright length of pipe was 
placed at the outer end of the bench. 
From the top of it a wire was ex- 
tended to a case at the other end of 
the bench. The light is secured to a 
pulley which can be moved along 
the wire as desired. 

Ladders, especially if they are 
long, and not of the extension type, 
are apt to be too bulky to store con- 
veniently in the shop and it is un- 
safe to leave them outside exposed 
to theft. In the Huling shop two 
ladders are kept out of the way by 
means of a rope and pulley. One 
end of the ladder is fastened to a 
pin placed well up on a post. A hook 
attached to the rope is placed under 
the ladder near the other end and, 
by means of the pulley, the ladder is 
drawn up high enough to be out of 
the way. The rope is fastened to 
a pin in another post. The ladders 
(two being kept this way) can be 
put up or taken down “‘in the twink- 
ling of an eye.” 





Tools and Equipment Essential 
For Service Shop Success 


The Silverberg Electric Company, 
Washington, D. C:, which special- 
izes -in household appliance and 
motor repairing, reports that they 
have found a special brazing outfit 


for nichrome wire exceedingly use- 
ful in handling appliance repair 
jobs which require heating element 
replacement. 

The firm also keeps a record of 
brushes for motors used by various 
customers which enables them to 
fill orders quickly and place a cus- 
tomer’s motor in serviceable condi- 
tion after a single call. 

A special carbon cutter wheel is 
used for cutting carbon and enables 
them to supply any size brush on 
short order. Sheet carbon, from 
which the brushes are cut, is main- 
tained in stock and filed according 
to thickness from 3/16 inch up to 
% inch. 

Mr. Silverberg attributes much 
of the success of his firm to the 
very complete shop equipment 
which includes lathes, presses, 
drills, and various other tools. 





Adequate Wiring Program 
Presented To Industry 
(Continued from page 7) 
sumers, building contractors, 
architects and other groups. 

This is a  12-page _ folder, 
printed in two colors and present- 
ing the completely adequate, 
flexible, room-by-room residential 
wiring specification. It is titled 
“Check Your Wiring” and is suit- 
able for mail, etc., as a compact, 
ready reference for the house- 
holder. 

The residential wiring specifi- 
cation of the Handbook has been 
published in a 16-page manual 
for the architect’s convenient usc 
at the drafting table. It presents 
the specification in architect’s 
language and carries an A. I. A. 
File number. 

A four color poster with strong 
attention value. It is 20 x 40 
inches and produced on a heavy 
ease)-black board. It can be used 
in store windows, sales-rooms 
and other locations. 

A four-page, two color leaflet, 
designed as an enclosure in pack- 
age shipments. It presents a 
simple outline of the value of 
adequate wiring in terms of util- 
ization and is also suitable for 
direct mail and other direct uses. 

A small leaf folded once for 
insertion in a pay envelope of 
average size. It presents in 
simple logie the benefits all elec- 
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trical industry employees shall 
realize through successful pro- 
motion of adequate wiring. 


The Certification Plan 


The basic elements of the Cer- 
tification Plan are: 

1. A specification for local use 
approved by the National Ade- 
quate Wiring Bureau. 

2. A license to operate the Cer- 
tification Plan on the basis of an 
approved local wiring standard. 
This license is granted by the 
National Adequate Wiring 
Bureau. 

3. Promotional materials to aid 
in educating the public to the 
benefits to be derived from an 
adequately wired home. 

4. Local field service to pro- 
mote the Certification Plan by 
personal contacts; to take care 
of inspection of installations and 
to see that the certificates are 
awarded and identification em- 
blems permanently affixed. 

As stated before, the Handbook 
of Interior Wiring Design pro- 
vides the basis for the residential 
wiring specification for local pro- 
motion through the Certification 
Plan. It is practical for applica- 
tion in homes of all sizes, includ- 
ing those in the lowest price 
classifications, by reason of the 
optional clauses which are intro- 
duced in the explanatory materi- 
al accompanying the outlet table. 

Where local conditions make 
deviations from the national 
standard desirable, such devia- 
tions, within reasonable limits, 
will be approved. 

So that the Certification Plan 
may be operated and applied uni- 
formly, the National headquart- 
ers will issue license to local 
bureaus. Application for such 
licenses must be made on the 
form provided by the National 
headquarters and must be accom- 
panied by the specification pro- 
posed for the local operation. 

The Certification Emblem, spe- 
cially designed for this phase of 
the National Adequate Wiring 
Program, follows the exact form 
of the National Emblem with the 
single exception that the slogan 
“Serves and Saves’—shown in 
the lower half of the circle-—is 
changed to read “Certified.” 
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Biloxi Chosen For Exchange's 


Fifth Annual Conference . 


The Fifth Annual Conference 
of the Southeastern Electric Ex- 
change will be held at the Edge- 
water Gulf Hotel, Biloxi, Miss., 
April 21, 22 and 23, according to 
announcement by J. W. Talley, 
executive secretary. 

In addition to its excellent fa- 
cilities for the business phase of 
the annual conference, the Edge- 
water Gulf Hotel, overlooking the 
Gulf of Mexico and having more 
than 300 acres of its own prem- 
ises devoted to outdoor recrea- 
tion, will offer a wide range of 
divertisement. 

Recreation facilities include an 
eighteen-hole golf course, an out- 
door swimming pool, Gulf and 
fresh water fishing, horseback 
riding, regulation tennis courts, 
a playground for children, and 
extensive lawns and gardens. 

A diversified program is being 
prepared for the conference and 
will be announced shortly. Sub- 
jects of general interest as well 


WITH THE 





COMPANIES 


as those relating specifically to 
utility sales, engineering and ac- 
counting will be included. 





Oklahoma Utilities Association 
Selects Leaders For 1938 


J. Y. Wheeler, Oklahoma man- 
ager, Community Natural Gas 
Company, Denison, Texas, has 
been elected president of the Ok- 
lahoma Utilities Association for 
the year 1938. Other officers elect- 
ed to serve during the ensuing 
year are Glenn C. Kiley, manager 
western division, Oklahoma Gas 
and Electric Company; W. J. 
Young, vice president, Oklaho- 
ma Natural Gas Company; W. 
R. Emerson, vice president and 
treasurer, Oklahoma Gas and El- 
ectric Company, who will serve 
the association as first vice- 
president, second vice president, 
and secretary-treasurer, respect- 
ively. 

The annual convention of the 
association will be held at the 
Biltmore Hotel, Oklahoma City, 


Oklahoma, March 21 and 22. 








Airplane view of the Edgewater Gulf Hotel, Biloxi, Miss., where the 
Southeastern Electric Exchange will hold its fifth annual conference. 
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Valuation Methods Discussed 
In Power Commission Report 


The Federal Power Commis- 
sion informed congress on Jan- 
uary 9th that its rate making 
would be almost impossible to ad- 
minister unless the Supreme 
Court reversed its stand on util- 
ity valuations, according to an 
Associated Press report. 

The commission and President 
Roosevelt have recently advocat- 
ed the prudent investment theory, 
basing rates on actual investment 
less depreciation. 

In its annual report to Con- 
gress the commission said it was 
“deeply concerned in the estab- 
lishment of a_ legal _ principle 
which will be consistent with 
and not obstructive to a sound 
administration of the rate mak- 
ing power.” 

Since the commission report 
was written, the Supreme Court 
delayed indefinitely a decision on 
the constitutionality of the pru- 
dent investment theory by re- 
turning to a California district 
court a case involving the Pacif- 
ic Gas and Eletric Company. 
The tribunal said the lower court 
should determine whether rates 
in question were confiscatory. 

The commission reminded Con- 
gress it had amended the power 
act to extend the commission’s 
regulatory powers over 292 
utilities with claimed assets cf 
$10,000,000,000 and_ that the 
change had placed the commis- 
sion on the threshold of a new 
era of Federal regulation. 

With this greater jurisdiction, 
the report said, fixing rates un- 
der the reproduction cost rule 
will make its administrative task 
“well nigh impossible of perform- 
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Mattress Sterilization With 
Electrical Heating Units 


Electrical heat has been suc- 
cessfully used in Atlanta, Geor- 
gia, for mattress sterilization. A 
law passed recently by the Geor- 
gia Legislature requires’ that 
mattresses, under certain condi- 
tions, be sterilized. Under the 
law, the sterilization may be ac- 
complished either by dry heat or 
steam but requires that a temp- 
erature of 230 degrees be main- 
tained for one hour. 

P. C. Smith, Georgia Power 
Company, reports that there are 
sixteen firms in Atlanta requir- 
ing some form of mattress steri- 
lization and that the power com- 
pany has been successful in get- 
ting several of these to install 
electrical sterilizing equipment 
such as that shown in the accom- 
panying photograph. 

The unit shown was con- 
structed by a local sheet metal 
works. The oven was con- 
structed of black sheet iron with 
approximately two inches of rock 
wool insulation. Twelve Chrom- 
alox strip heaters rated at 230 
volts were installed, six of the 
heaters being rated at 1,000 
watts and six at 800 watts. The 
heating units were mounted on a 
frame and connected for 3-phase 
operation. Each oven is con- 


trolled by means of a Chromalox 
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thermostat and a General Elec- 
tric magnetic contactor. A 
Brown recording thermometer 
provides a record of the tempera- 
tures maintained in the oven. 





Memphis Gets PWA Check For 
Distribution System ‘ 


The South Gate Substation, 
Memphis, which has just been 
completed, was the scene of a 
celebration recently honoring Dr. 
Clark Foreman, special assistant 
to the Administrator of the Pub- 
lic Works Administration, who 
presented the City with a check 
for $1,000,000 to be used in the 
construction of an electrical dis- 
tribution system by the Memphis 
Light & Water Division to dis- 
tribute TVA power in Memphis. 
Dr. Clark talked on the Govern- 
ment’s power policy. Twenty-one 
mayors of other cities in the TVA 
area, who are interested in this 
program, attended the meeting. 





Winsborough Leaves Southwestern 
For Middle West Position 

R. M. Winsborough, commer- 
cial manager and director of the 
Southwestern Gas & Electric 
Company, left the service of that 
company recently to accept a po- 
sition in Chicago with the Middle 
West Utilities Corporation, ac- 
cording to A. Lieberman, presi- 






dent of the Southwestern Gas & 
Electric Company. 

Mr. Winsborough first became 
associated with the Southwestern 
Company in 1929 as advertising 
manager and director of public 
relations. 

J. B. Reeder, sales manager of 
the East Texas Division, will suc- 
ceed Mr. Winsborough as_ mer- 
chandise sales manager while Ar- 
thur J. Kane, assistant advertis- 
ing manager, will become adver- 
tising manager and take over the 





advertising part of the duties 
left by Mr. Winsborough. 
New President Elected For 
Savannah Utility 

At a recent directors’ meeting, 
Claude C. Curtis of. New York 


was elected president of the Sa- 
vannah Electric and Power Com- 
pany to fill the vacancy created 
by the death of the late Howard 
C. Foss. 

Mr. Curtis has been associated 
with the Stone & Webster com- 
panies for the past thirty-one 
years during which time his work 
has taken him from Canada to 
Porto Rico. 

His last position before com- 
ing to Savannah was that of per- 
sonnel director of the Engineers 


Public Service Company and 
Stone and Webster Service Cor- 
poration. 


Mattress sterilization provides the Georgia Power Company 
with a new market for industrial power. Equipment rated 
at 10.8 kw similar to the one shown here has been in- 
stalled in a number of mattress factories 
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Loap BuitDING MeETHops 
For the Small-Town Utility 


HE subject of building load 

] and increasing energy 
sales is discussed fre- 
quently from the point of view of 


larger electric utilities serving 
metropolitan areas. However, the 


problem of increasing energy 
sales is not so easily solved in 
the case of smaller companies 


serving only one or two small 
towns in rural territory, where 
the revenue will not justify the 
employment of advertising and 
merchandising experts. 

That the load can be increased 
to profitable volume in such 
towns by concentrating efforts 
on the sales problem, however, is 
proved by the experience of W. 
S. Anglin, superintendent of the 
Texas-New Mexico Utility Com- 
pany, at Tahoka, Texas, a farm- 
ing town of approximately 2,000 
in population. 

Being rather versatile, Mr. 
Anglin operates the eight ton 
ice plant, personally does a lot of 
the electric wiring, makes some 
sales of major appliances. How- 
ever, most of his time is spent in 
working with local dealers and 
in taking care of the usual in- 
stallations, servicing and other 
duties that go with managing a 
small town lignt and power plant. 

Two years ago Mr. Anglin set 
out to boost business. He directed 
his efforts toward increasing the 
industrial load, to educating peo- 
ple to buy better appliances and 
use more electric appliances, and 
to showing merchants and busi- 
ness men that more light would 


The opportunities for spectacular 
sales promotion and advertising 
are perhaps not as great in small 
communities as in larger cities but 
the Texas-New Mexico Utility 
Company takes every available op- 
portunity to bring the subject of 
“Electrical Living” before its cus- 
tomers. Above, a dressed up serv- 
ice car driven in a rodeo parade. 


By C. N. Tunnel 


help them increase trade and 
hold customers at home that had 
previously gone to the larger 
shopping centers. 

Some progress has been made 
in Tahoka toward the increase 
of industrial load. One gin, for 
example, is now fully electrified. 
The cost of operating this equip- 
ment is approximately $3,000 a 
season. It has been used as a 
basis to interest other ginners 
and prospects for _ industrial 
power. 

Mr. Anglin points out to his 
prospects that the electrified gin 
dispenses with the necessity of 
a steam boiler, which in turn re- 
quires two firemen for 24-hour 
service and a third man to haul 
away ashes. This labor saving 
means a lot of money in a sea- 
son. The steam plants are usually 
overhauled each summer and the 
furnace rebuilt, making an aver- 
age annual repair bill of $800 to 
$1,000 as compared to the repair 
cost on the electrified plant of 
less than $5 a year. 

The cost of boiler, heaters, 
pumps and furnace for an aver- 
age gin is approximately $8,000; 
electric equipment for the same 
purpose with switching, wiring 
and all controls is approximately 


$2,000, a saving of $6,000 in capi- 
tal investment on which interest 
and depreciation must be figured. 

Using the gin as an example, 
other types of industrial load 
building has been done. One 
prospect was shown how he could 


gave in labor cost and_ speed 
work by installing an _ electric 
handling device for unloading 


maize heads from wagons to the 
freight cars. As a result, 7 car- 
loads of heads are loaded daily 
now at small cost with electrical 
equipment. 

Several feed mills and similar 
concerns in this section are now 
fully electrified —a matter of 
showing the operators where 
they can do a better job and save 
money. 

In 1935, the average kwh con- 
sumption per domestic customer 
in Tahoka was 400 per year. In 
1937, the consumption was up to 
1200 kwh per year per home. Dur- 
ing this time there was one rate 
reduction, which helped to build 
the load some but the main rea- 
son for the increase is best ex- 
plained in Mr. Anglin’s own 
words: “We set out to educate 
more people to use more ap- 
pliances and to buy good ap- 
pliances. When people get good 


electric appliances, they are not 
afraid of them and they get real 
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pleasure from using them. 

“We have used newspapers, 
bill enclosures, displays, and oth- 
er methods of advertising good 
appliances. We work closely with 
the local dealers, prefering to 
have them handle the major ap- 
pliance sales. However, we do 
make floor sales, and in 1937, 
sold about 20 electric refrigera- 
tors and a few electric ranges. 
We do sell many of the smaller 
appliances such as irons, waffle 
irons, toasters, percolators and 
miscellaneous equipment, as the 
merchants do not push _ these 
items as much as they do the 
major appliances. 

“With 318 residences on our 
lines, there are now 240 electric 
refrigerators in use. We also op- 
erate the ice plant but strange 
enough, our ice sales have not de- 
clined. While educating people to 
use electric refrigerators, we 
have also educated more people 
to use ice and have pushed the 
sale of ice to the rural people, 
especially. When we get a good 
ice box in trade, we sell it to a 
farmer and build a good ice cus- 
tomer. This plan has worked so suc- 
cessfully that ice volume has held 
up and, in the summer, we oc- 
casionally have to ship in some 
ice to handle the demand.” 

When merchants complain about 
trade going away to the larger 
towns for better selections in 
merchandise and to the larger 
stores, Mr. Anglin has a ready 
answer. He sells the merchants 
on the idea that much of this 
business can be kept at home by 
making their stores more attract- 
tive. He points out particularly 
that light is a most important 
factor in modernizing the retail 
store. 

Many 60 and 100 watt lamps 
have been replaced with 200 watt 
lamps and in some instances 300 
watt crystal bottom semi-indirect 
fixtures have been installed. 
Some of these retailers have re- 
wired their buildings for better 
lighting efficiency, and the re- 
sults have been so gratifying 
that other merchants are plan- 
ning to follow their example. 

As a result of these sales pro- 
motion efforts the industrial load 
has increased rapidly and the 
domestic load has doubled. By 
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way of example, for one month 
in 1935 the domestic load was 
42,647 kwh; for the same month 
of 1937 it was 72,607, and other 
months have shown even a better 
increase over the two year period. 





Georgia Utility Adopts District 
Representaitve Plan 

Effective February 1, Georgia 
Power and Light Company adopt- 
ed the District Representative 
Plan in several of the districts 
it serves. Under this plan, a 
group of customers wil be served 
by a personal representative 
from the company. 

The service rendered by these 
employees will include minor re- 
pairs and adjustments on elec- 
trical appliances, information on 
service, rates and policies; inves- 
tigation of customer complaints 
and service irregularities ; infor- 
mation on reading electric meters 
and calculating electric bills; ar- 
rangement for prompt handling 
of adjustments and service by a 
specialist; information on light- 
ing and seeing; and demonstra- 
tion of appliances. The general 
objective of all district repre- 
sentatives will be to assist all 
customers to make greater and 
more economical use of electric 
service. 


EEI Rural Load Publication 
Issued In Printed Form 


The Rural Electrification Ex- 
change, a_ publication formerly 
issued by the Rural Sales Com- 
mittee of the Edison Electric In- 
stitute in mimeograph form, 
made its appearance in January 
in printed form. First issued in 
January 1934, and appearing 
quarterly since, this publication 
has carried information on rural 
electrification activities of util- 
ity companies. During this pe- 
riod, the demand for copies of the 
publication has more _ than 
doubled. 

As stated in the introduction to 
the new...publication, the title is 
expressive of the service that 
the publication tries to render. 
Its pages will contain an ex- 
change of ideas on rural load 
building practices and opportun- 
ities. The January, 1938, issue 





will feature poultry equipment 
while the next issue will high 
light information on dairy equip- 
ment and modernization. 
Member companies of the Edi- 
son Electric Institute will receive 
copies gratis while others may 
obtain it at a cost of 50c per year. 





Appliance Sales Promoted By 
Kitchen Planning Activity 


A survey made recently by the 
Home Service Department of the 
Georgia Power Company indi- 
cates that the recently adopted 
kitchen planning activity has re- 
sulted in substantial sales of re- 


frigerators, ranges, water heat- 
ers and dishwashers. 
The survey shows that 536 


major electric appliances were 
sold to the 525 families in Geor- 
gia to whom kitchen plans were 
presented by all cooperating 
agencies last year. On the av- 
erage, every kitchen plan pre- 
sentation resulted in a sale of at 
least one major appliance. 

Other facts disclosed by com- 
pany surveys indicate that the 
average residential cutomer used 
1,313 kwh last year, approximately 
63 per cent more than the national 
average. At the close of 19387, 
65.3 per cent of the company’s 
residential customers had elec- 
trical refrigerators in use, 21.8 
per cent use electric ranges, and 
9.9 per cent had installed electri- 
cal water heaters. 





Advertising Copy Issued With 
Monthly Sales Bulletins 

Sales efforts are given added 
stimulus when advertising copy, to 
be used the following month, is en- 
closed in sales bulletins to company 
units and individuals having to do 
with the selling program, Paul J. 
Harmon, advertising manager for 
the Texas Electric Service Co., Fort 
Worth, Tex., reports. 

The copy enclosed includes news- 
paper layouts to be run in papers 
throughout the company’s terri- 
tory. It serves to keep the sales 
personnel informed, in advance, of 
the newspaper advertising program 
the company is to carry out. It also 
gives them many sales pointers to 
be used in other phases of the 
selling program. 
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sponse to a carefully de- 

signed and flawlessly exe- 
cuted campaign to sell electric 
roasters, during a special 30-day 
period placed nearly 1,400 roasters 
on the Kansas City Power & 
Light Company’s lines. 


FB srense to = employee re- 


The campaign structure was 
composed of four major. di- 
visions, headed by executives, 


Chester Smith, Harry Kuhn, A. 
E. Bettis and G. T. Shoemaker, 
who were christened “Chief Load 
Builders.” These standard bear- 
ers piloted the 2,000 empolyees 
of the utility, whose numbers 
were further sub-divided into 
teams of not more than 25 em- 
ployees in charge of a captain. 
Each department, however small, 
was allowed a team captain, thus 
preserving the entity of that de- 
partment, and abetting the rival- 
ry that was to be desired in the 
contest. 

The team captains were re- 
quested to urge the submission 


A spring sales campaign on roasters for employees, conducted 
by the Kansas City Power & Light Co., resulted in the sale of 
nearly 1,400 units. Below, a scene on a company picnic where 
roasters were used advantageously and at right, a few of the 


old roasters traded-in 


Employee's Spring Roaster Campaign 
Places 1400 Units on Lines 


By |. L. Cowan 


of prospects by the members of 
their teams, but were cautioned 
to use no high pressure methods. 
Employees were allowed to .urn 
in as prospects only the names 
of those who were able to buy 
and operate a roaster to advan- 
tage and were required to talk 
to the prospect and if possible 
demonstrate the roaster before 
turning in the name. In this man- 
ner, the Home Sales Department 
men who followed up the leads 
were saved loss of time and pro- 
tected from spending effort in 
spare time or at night on worth- 
less prospects. 

Printed forms were very 
ple, consisting of a card for the 
individual employee and a sum- 
mary sheet for the team captain’s 
record. Number of _ prospects 
were limited to not exceed three 
times the total employees on a 


sim- 


team. But if part of the team 
the 


failed to submit prospects, 


other part were permitted to turn 
in additional prospects to make 
up the proper total. In the final 
week of the campaign, teams 
were allowed to turn in further 
prospects if other teams in their 
section failed to reach their 
quota. Regular reports were 
made regarding the standing of 


each team in each section. 
The employee whose prospects 
resulted in the largest number 
of sales in each given week 
in each vice-president’s division 
was awarded a prize of $5.00. 
This employee's team captain 
was awarded a prize of $2.00. 


Captains were permitted to com- 
pete for both the $5.00 and $2.00 


prize. 
The “President’s Golden Roast- 
er Club” was made up of all 


those employees whose leads re- 
sulted in a sale or sales, and they 
were given a_ gold button to 
wear. Employees who purchased 
a roaster for themselves were 
awarded a silver button. The em- 
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ployee whose prospects resulted 
in the most sales during the en- 
tire campaign was_ presented 
with the “Golden Roaster,” a spe- 
cial model, and invited to lunch 
with the president and the vice- 
president of his own section. 

Further inducement to. pur- 
chase for their own use was 
made to the employees in the 
fact that employee buyers’ names 
were kept on cards until the 
end of the campaign, whereupon 
President Porter drew _ seven 
cards, and the lucky employees 
were refunded any payments they 
had made on their roasters. 

Employees were backed up in 
their efforts to convince their 
friends that an electric roaster 
would add to their convenience 
and happiness by extensive ad- 
vertising in newspapers, radio 
programs, and display posters. 

Special bulletins announcing 
prizes, stunts, team standings, 
etc., were issued at frequent in- 
tervals, and twelve charts located 
throughout the company build- 
ings bore up to the minute news 
of the “Stratosphere Balloon 
Race” between the divisions. It 
was neatly suggested that those 
employees who purchased and 
operated a roaster in their own 
homes would be in a better posi- 
tion to demonstrate and obtain 
good prospects for sales. 

The “Stratosphere Balloon 
Race” mentioned above was a fo- 
cal point in the entire campaign. 
Much excitement was aroused 
over the mounting positions of 
the balloons bearing the Chief 
Load Builders’ names and the 
percentage of quota reached to 
date, as shown on the charts. 


Roasters Used On Picnic 
I. C. Bushong, manager of the 
Ottawa, Kansas, division con- 
ceived the splendid idea of em- 
ploying electric roasters in their 
annual company picnic. The 
event resulted in increased en- 
thusiasm and sales in Ottawa. 
The winner of the Golden 
Roaster, Mike Christina, a meter 
reader, produced 16 sales. Ac- 
cording to the final reporis, 2,- 
042 prospects were submitted. 
Tota] number of salcs during em- 
ployee campaign, including em- 
ployee purchases, was 1,350. 





















































Spring Rental Plan 
Sells Ranges . . . 


HE most effective method of 

acquainting a housewife with 
the conveniences and comfort of 
an electric range is to get her to 
install one temporarily,” said F. J. 
Lacey, advertising manager of the 
Tampa Electric Company, Tampa, 
Fla. “The best time to talk elec- 
tric ranges is in the spring. With 
the hot weather coming on, the 
home maker begins to think seri- 
ously of the advantage of a cool 
kitchen. 

“During the month of May we 
run an ad weekly, offering to rent 
an electric range for the summer 
(or as long as she cares to retain 
it) at the rate of $1.50 a month. 
It always results in a large number 
of installations. After she has used 
it for a month or two and discov- 
ers what a boon it is in cooking, 
she seldom wants to give it up. 
Consequently, she is delighted to 
learn that she can purchase the 
range at any time (up to six 
months) and that the amounts she 
has paid for rent will be applied 
to the sale price. These facts are 
brought out in ads which we run 
in July and August, when the rent- 
ers are beginning to consider giv- 
ing up the range. As a result tem- 
porary users are converted into 
permanent users. 

“We always back up our spring 
‘rent an electric range’ ads with 
a catchy window display. Last 
May we showed in the window one 
of our latest model ranges, priced 
at $128, with a big blue, white 
and silver card, saying ‘Cooking 
in a hot, uncomfortable kitchen is 
as out of date as cranking an old 
car. Today electric cookery keeps 
the kitchen clean and cool and al- 
lows you delightful hours out of 
doors.’ 

“Another campaign that gets 
good results is the promotion of 
our complete electric kitchen out- 
fits—range, refrigerator, and au- 
tomatic hot water heater. In our 
advertising-window display, news- 
paper display, and direct mail, we 
call this ‘Three Steps to the Home 
of Leisure.’ Of course, the first 
question that arises in the mind 
of the householder is, ‘How much 
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is it going to cost? So we proceed 
to enlighten them. An electric re- 
frigerator can be purchased for 
$3.68 a month; electric range, 
$2.08; and hot water heater, $1.40; 
a total of $7.16. We further ad- 
vise the prospect that the monthly 
cost of operating these appliances 
plus the electric lighting bill, for 
a normal family of five, will be 
about $9.05; or a grand total of 
$16.21 for convenience and comfort 
such as royal families of the past 
never knew. 

“This Home of Leisure idea was 
stressed particularly at the State 
Fair in Tampa early this year. We 
had a big booth there, modern in 
treatment, gleaming with chrome, 
white and blue, in which were fea- 
tured not only our kitchen equip- 
ment for giving more leisure in 
the home, but also our washers and 
ironers, and an attractive array 
of table equipment. People could 
see for themselves just how much 
labor was saved by employing elec- 
tricity as a servant in all parts of 
the house. 

“On Monday, February 1, Gas- 
parilla Day was celebrated. This 
is a festival very much like the 
Mardi Gras at New Orleans, with 
the legendary pirate, Gasparilla 
and his ‘krewe’ as the leading fig- 
ures. The principal public feature 
of the carnival is the big parade, 
made up of many beautiful floats 
of civic organizations and commer- 
cial establishments. This parade 
passes down the leading business 
streets and then enters the fair 
grounds to parade before the 
crowds packed in the grandstand 
and bleachers. Our entry in the 
1938 parade won first award. 

“The secret of sales success is 
to keep the public constantly aware 
of your existence without boring 
them. People get tired of seeing 
and hearing the same things, so 
we change our promotions fre- 
quently, laying stress now on our 
lamps, now on our washers, some- 


, times on a little novelty, and again 


on an entire kitchen outfit. In 
this. way, we hold their interest, 
and at the same time the name— 
Tampa Electric Company—is con- 
stantly before them, so that al- 
most automatically they turn to 
us when in need of anything in the 
electric equipment line.” 
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In this section: Selling 
quality workmanship. . . 
Portable bar-to-bar test 
set . . . Brush and com- 
mutator service hints . . . 
Four motor rewinding 
data cards 














Motor service men are in- 
vited to make use of this 
department for the ex- 
change of ideas on motor 
rewinding and_ repair. 
Payment will be made for 
all material published. 








Selling Quality 
Workmanship . 


By Jack Beater 


HE successful policies of the 
Stewart Electric Company, 


of Asheville, N. C., operated by 


Robert H. Stewart, indicate that 
salesmanship backed by quality 
work will play an important part 
in developing a motor rewinding 
and repairing business. 

When he goes out after busi- 
ness, Mr. Stewart’s talking point 
is quality. He has cut-rate com- 
petition to fight, and he has 
found that the only method of 
fighting cut-prices is to stress 
quality work and to explain that 
long service and freedom from 
future trouble is worth a whole 
lot more than a dollar or two 
saved when the job is done. 

“T tell ’em,” savs Mt. Stewart, 
“that I could cut prices as low 
as anybody —if [ wanted to. I 
tell ’em there’s no secret about 
how to wind a motor cheap. You 
can cheapen a job by using low- 
quality and inadequate insula- 
tion. You can shave a little off 
the material and a lot off the 
labor by using undersize wire. 
In some cases, you can cut down 
on the hours of work by substi- 
tuting plain ‘enameled wire for 
the cotton covered used in the 
original job. You car use sec- 
ond hand commutators; you can 
use cheap varnish and cut down 
on the baking time; you can— 
well, there’s plenty of tricks in 
the trade if you want to use ’em. 

“TI tell ’em those things, then I 
tell ’em how we do the job. I 
reason with customers like this: 
Suppose you save three or four 





dollars on overhauling your mo- 
tor only to have it go bad again 
in six months—or even a year. 
Skimpy jobs won’t hold up and 


you know it. You have to have 
the motor gone over again, it 
puts you to a lot of trouble, the 
breakdown may cost you a lot of 
money, and instead of saving, it 
has cost you plenty extra. 

“T tell ’em that when we do the 
job we put in the best stuff, we 
do the best work we know how, 
and outside of things beyond our 
control, we expect that motor to 
run for years. I tell ’em that a 
good job is the best possible in- 
surance against further trouble, 
and considering the small differ- 
ence in price between our job 
and a cut-price job—it is cheap 
insurance at that. I end up by 
saying that we could 
do the job for less 
money if we wanted to 
but we don’t want to 
because we don’t like 
to do shoddy work, and 
we don’t want to run 
the risk of acquiring a 
bad habit.” 

Back in the _ shop 
Mr. Stewart has some 
mighty good equip- 
ment, some of it of his 
own manufacture. Take 
his coil winder, for in- 
stance. The basic part 


The coil winding machine 
used in the shops of the 
Stewart Electric Company 
has many novel and advan- 
tageous features. The ba- 
sic part is a back-geared 
lathe headstock which with 
a 5-step motor pulley gives 
wide range of speeds 











of the machine is a back-geared 
headstock from an old lathe. A 
five-step pulley on the motor 
together with the back gearing 
gives a complete range of speeds. 
The coil winding head is held in 
the lathe chuck and is instantly 
adjustable for any size or shape 


of coil. An automomatic counter 
keeps check on the number of 
turns. 


One feature of this winding 
machine is the magnetic brake 
which stops the winding head 
the instant the operator removes 
his foot from the floor switch. 
The construction of this brake 
is quite simple and the results 
very effective. A small brake 
drum is mounted on the driving 
motor shaft behind the pulley, 


and is partly surrounded by a 































brake band. With the machine 
at rest the brake band is held 
tight against the brake drum by 
means of a coil spring. 

An electric-magnetic coil with 
hinged armature is mounted on 
one side of the brake and is con- 
nected to the brake band by 
means of linkage. The electric 
circuit of the magnetic coil is in 
series with the motor circuit, so 
that when the motor is in opera- 
tion the motor current flows 
through the coil and draws in 
the armature magnetically. This 
movement is transmitted by the 
linkage to the brake band and re- 
leases the brake band from the 
drum. As soon as the desired 
number of turns have _ been 
wound on the winding head, the 
operator removes his foot from 
the floor switch, the magnetic 
switch field collapses, the coil 
spring pulls the brake band 
against the drum, and the motor 
is stopped instantly. 

The frame and stand of the 
coil winder is built up by electric 
welding, and an extension be- 
yond the winding head is used 
to center cores when winding 
transformers. 

Electric welding of all kinds 
is done in the shop by an outfit 
that cost $5 and a li‘tle ingenuity. 
Two old style arc light transform- 
ers, such as were formerly used in 
motion picture houses, were con- 





Electrical welding equipment 
serves a distinct need in the 
motor repair shop. Many com- 
pact and efficient units are 
available commercially. The 
equipment used in the Stew- 
art shop was constructed in 
the company’s shop 


nected together so that 
the total output is 120 
amperes from a 110- 
volt source. 

For baking large 
work, Mr. Stewart has 
constructed a _ six-foot 
thermostatically con- 
trolled electric oven. 
However, to keep costs 
at a minimum, the 
shop also has a small 
oven capable of han- 
dling fractional horse- 
power motors. This oven orig- 
inally came from an_ electric 
range, and has been fitted with 
an accurate external heat control 
device. 

The Stewart Electric Motor 
Company’s trade area includes 
the resort city of Asheville, and 
all the mountain towns, summer 
camps and resort hotels and com- 
munities within a hundred miles 
of Asheville in every direction. 
At the present time five men are 
employed in the shop all the year 
round. Instead of taking on 
more men during the busy sea- 
son and then laying off one or 
two of his regular men in the 
slack part of the year, Mr. Stew- 
art has built up a nice stock of 
new and rebuilt motors. 

During the rush period of the 
year defective motors are often 
exchanged for a new or rebuilt 
one. and are then stored away to 
be repaired and put back in stock 
when the busy season is over. 
This method enables the shop to 
keep the work fairly evenly dis- 
tributed through out the year. 


Portable Bar-to-Bar 
Test Set 


O permit electrical resistance 
tests on d-c armatures to be 
made anywhere, the General Elec- 
tric meter and instrument division 
has developed a portable bar-to-bar 
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test set. Previously it was neces- 
sary to take a d-c armature to the 
unwieldy testing equipment in 
order to compare the electrical re- 
sistance of coils measured between 
adjacent commutator bars. Now, 
using this instrument, which is 
complete and portable, an arma‘ure 
may be tested anywhere. 

The test set is a resistance com- 
parator, and hence is useful wher- 
ever acomparison of resistance is 
required. Consisting essentially of 
a step-down transformer, a recti- 
fier, and a sensitive “light-beam” 
galvanometer, it is designed to 
give a full-scale deflection in the 
resistance range of 0.0001 to 35 
ohms. 

The bar-to-bar set is shipped 
complete and ready for use. To put 
in operation, a plug furnished with 
the set is connected to any conven- 
ient 115 volt, 60 cycle outlet. 
Leads from the four binding 
posts are attached to the commu- 
tator, two furnishing the current 
supply to the resistance being 
tested, and two being the termi- 
nals of the drop circuit, leading 
to the galvanometer. 

The “low resistance” position of 
the dial knob on the panel is used 
for values of 1 ohm or less; for 
greater resistance values the “high 
resistance” position is used. In 
order to compare resistance between 
different bars, two particular 
ones are chosen and the in- 
strument set for 100% deflec- 
tion by adjusting the “current,” 
“range,” and “sensitivity” rheo- 
stats until the desired deflec- 
tion of the light-beam galvano- 
meter is obtained. By contacting 
successive commutator bars with 
the lead extremities, the resistance 
of the coils connected to them will 
be indicated directly in per cent 
of the original setting. 





Brush and Commutator 
Service Hints 


OUGH or uneven commuta- 

tor surfaces either cause or 
result from brush troubles. A 
badly worn commutator, or de- 
fects in the armature winding, 
cause a commutator to become 
rough or uneven, and result in 
arcing and rapid brush wear. On 
the other hand, brushes that are 
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improperly set, or those that have 
worn too short, will also cause 
arcing and affect the commutator 
surface. It is therefore neces- 
sary for the service man to inspect 
the conditions as he finds them, 
and to determine the actual cause 
of the trouble, before going ahead 
with the replacement of the old 
brushes. Just installing a new 
set of brushes will not cure many 
motor troubles. 

An experienced repairman can 
usually read a complete _ story 
from the commutator of a used 
motor. Defects in the winding 
will show up in the form of bars 
that are deeply pitted and black- 
ened, especially on the trailing 
edge. Loose bars are easy to de- 
tect as they are usually slightly 
higher than adjacent bars, and 
they may be skewed out of pos- 
ition. All of these symptoms 
should be noted before fitting in 
a new set of brushes. Arcing 
caused by worn out brushes will 
usually blacken the entire sur- 
face of the commutator. 

Regardless of the cause, the 
commutator should be _ recondi- 
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tioned, or be replaced by a newor 
rewound armature, before fitting 
the new brushes. On small mo- 
tors the commutator should be 
turned on a lathe or ground to a 
new surface. On large motors 
it is usually better to turn or 
grind the commutator while the 
armature is in the motor frame 
and turning on its own bearings. 
Where the condition is not very 
bad, is is often practical to resur- 
face the commutator with a com- 
mutator stone. These come in 
several grades and to do a good 
job the work should be started 
off with a coarse stone, then 
smoothed up with a medium 
stone. Commutator stones come 
in stick form and remove copper 
faster than their own rate of 
wear. 

Grinding is to be preferred 
over turning in a lathe. Even 
after a good turning job in a 
lathe it is often found that the 
mica slot insulation is left slight- 
ly higher than the copper. The 
same fact applies to dressing the 
commutator with glass or sand 
paper. Those materials remove 
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a certain amount of copper but it 
will be found that they will not 
cut down the mica thoroughly in 
some cases. 


When installing new _ brushes 
be sure that they slide freely in 
the guides. Tight fitting brushes 
can be treated in two ways; by 
sanding or filing the brush 
itself, or by filing irregularities — 
from the holders. The latter is 
much the better method. If the 
brush shunts have not been func- 
tioning as_ intended, that is, if 
they have not been carrying the 
whole of the electrical load, it is 
often found that the consequent 
arcing between the brushes and 
the holders has pitted the hold- 
ers. Every case of this type 
should be remedied by filing out 
the holders, as a rough holder 
may cause the new brushes to 
stick sooner or later. 

When installing new brushes 
having pigtail shunts, the shunt 
terminals should be clamped 
tight, and the surface to which 
they are screwed should be scrap- 
ed bright and clean. The new 

(Continued on page 78) 





BROWNING 


There is nothing to stop you from making money if your 
shop is equipped with Browning Coil making equipment— 
Makes your shop modern—allows you to handle the big 
profit jobs—speeds up your production and helps you to 


fly epa ir Sh op 


Can make Money 


with 


show a bigger net profit. 


THE BROWNING LINE INCLUDES: 


Loop and Field Winder, 9 Speed Heavy Duty Type; Com- 
bination Loop Field and Transformer Winder, Universal 
Diamond Coil. Winder; Coil Spreader, 30, 42, 60, 84 inch 
Loop capacity; Reel Rack and Tension Devices; Winding 


and Banding Machine. 


Write Today for Information about any item. 


AOS 





POTTER & RAYFIELD. Ine. 


cca” 


Hemphill Ave., 





Coil Winding and ‘ 
Spreading Equipment 


Manufacturers of 
Browning Coil Equipment 


Atlanta, Ga. Miele cess sas 





SYNTHITE 


(Reg. U.S. Pat. Off.) 


No. 153 


CLEAR BAKING VARNISH 





For 
High 


166 Emmett Street 











Speeds! 


JOHN C. DOLPH COMPANY 

Newark, New Jersey 

Please ship us, subject to the DOLPH Guarantee, 1 gallon ef Synthite 
No. 153 Clear Baking Varnish at $2.15 per gallon. 


DE hss «vv ces ees 


Here is a rew insulating varnish to meet the 
requirements of modern high speed work. 
DOLPH’S SYNTHITE No. 153 Clear Baking 
Varnish is a synthetic gum base grade espec- 
ially developed for use on vacuum cleaner, 
portable tool and other high speed arma- 
tures. When thoroughly baked, this grade 
binds the wires into a solid mass preventing 
any chance of movement at high speeds. 


Check our claims for SYNTHITE No. 153 
at our risk. Mail the coupon today and 
order a trial gallon. Your order will be 
shipped subject to the DOLPH Guarantee 
that if the material does not prove satis- 
factory, it may be returned and the full 
amount charged will be refunded immediately. 


MAIL THE COUPON TODAY 
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These four cards have ben designed to facilitate the recording of 
motor rewinding data on most of the popular types and sizes of small 
motors. Data for four motors are included on the cards reproduced 
here. Blank cards are available at a nominal price. 
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The data on these cards have been obtained from responsible motor re- 
pair shops and other sources, and motors rewound in accordance with 
them have given satisfactory results. For obvious reasons, however, 
the editors cannot assume any responsibility for their accuracy. 
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Industrial Meeting 
Well Attended . . 


~- industrial meetings 
conducted by the Electric 
League of Chattanooga have 
proved valuable in stimulating 
industrial electrical moderniza- 
tion. Meetings of this type have 
been held annually for the past 
several years. 

The last industrial meeting 
held under the auspices of the 
Electrical League was attended 
by approximately 183 industrial 
plant representatives and _ local 
architects. Approximately 250 in- 
vitations were mailed to repre- 
sentatives of all industrial plants 
in Chattanooga and vicinity. 

H. M. Horton, division lighting 
engineer of the General Electric 
Company, and J. M. Ketch, mem- 
ber of the General Electric Com- 
pany’s staff at Nela Park, were 
the speakers at the meeting. Mr. 
Horton’s talk covered the funda- 
mentals of lighting in industrial 
plants, while Mr. Ketch’s talk 
covered the human aspect in re- 
gard to the valye of lighting in 
industrial plants. Both speakers 


used demonstrations and slides 
to illustrate their talks. 

In connection with the meet- 
ing, five local electrical distribu- 
tors equipped a display of indus- 
trial lighting equipment which 
was inspected with considerable 
interest by the League’s guests. 

“It is very difficult to say defi- 
nitely what results have been ob- 
tained from this meeting,” re- 
ports Harry Curtis, secretary of 
the League, “but we do know that 
we have had numerous calls from 
industries who were not particu- 
larly concerned or interested in 
their lighting prior to this meet- 
ing. Also, the industries who had 
been interested in their lighting 
have shown more interest and 
willingness to do something 
about it since, and we feel that 
as business conditions improve, 
many beneficial results will be 
obtained from this meeting.” 





Electric Institute of Washington 
Promotes Laundry Campaign 


Beginning February 7 and con- 
tinuing through March 19, 1938 
the Electric Institute of Wash- 
ington will conduct a Laundry 
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and Cleaning Campaign which 
will feature washers, ironers and 
vacuum cleaners. Arrangements 
have been made for an extensive 
display of these items in the In- 
stitute’s display room which will 
include four models of washers, 
three models of ironers and three 
models of vacuum cleaners from 
each of the distributor members. 
Each appliance will have a tag 
listing the dealers from whom it 
can be obtained. Demonstrations 
will be made each day, using the 
particular equipment in which 
the visitor is interested. 

In addition to the display, the 
Campaign will include: inserts in 
power company bills on washers 
and ironers, cleaners featured on 
back of power company bills, 
newspaper advertising by power 


company, window posters for 
electric ironers, distributor’s 
prizes to salesmen for ironer 


sales by a special promotion. 

With regard to the special pro- 
motion, the Institute enclosure in 
the 75,000 power company bills 
will offer a $3 pressure sprinkler 
for dampening clothes to all 
those who send in an ironer pros- 
pect’s name and through whose 
lead a sale is completed. The 
dealer’s salesman is to deliver 
the sprinkler to the person send- 
ing in the lead, thus creating an 
entry to another potential cus- 
tomer. The cost of the sprinkler 
will be absorbed as follows: $.50 
from the dealer and $1.60 (bal- 
ance) from the Institute. 


Nearly 200 industrial representatives and architects attended an industrial modernization meeting sponsored 


by the Electric League of Chattanooga which included an industrial equipment display 
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Timely News of the 


ELECTRICAL 


WHOLESALERS . . 





Norge Officials Presented 
At Charlotte Meeting 


The Southern Bearings and Parts 
Company, Norge distributors in 
North Carolina and South Carolina, 
were hosts to more than 200 dealers 
at a spring sales meeting held in 
Charlotte, N. C., recently. Sales 
policies, advertising plans and gen- 
eral problems of the industry were 
discussed. 

Among 
meeting 
eastern 
Norge 


addressed the 

were L. P. Kearns, south- 
division sales manager for 
washers and ironers, C. E. 
Beeson, secretary and treasurer of 
Southern Bearings and Parts Com- 
pany, George Fulenwider, sales man- 
ager for the distributing firm, and J. 
A. Sterling, advertising and sales 
promotion manager for Norge. 

Mr. Sterling said that the Norge 
program this year called for greater 
efficiency in manpower and that 
“through our sales counselor service, 
we are making available to the sales- 
man who wishes to improve his sales 
ability training in both product and 
means of selling.’’ 


those who 


Fones Brothers Sponsors 
Dealer Meeting 


Westinghouse dealers throughout 
Arkansas attended a sales meeting at 
Fones Brothers Hardware Company 
early in February at which new sales 
plans and educational studies on use 
of electric ranges and refrigerators 
were presented by executives of the 
Westinghouse Electric and Manufac- 
turing Company. 

Details of the meeting were under 
the supervision of J. B. Mooney, ad- 
vertising and sales promotion man- 
ager of the Westinghouse southwest 
district office, and William Givens, 
manager of the electrical department 
at Fones Brothers. 


Benjamin T. Crump Company 
Holds Dealer Meetings 


The fifth of a series of six meet- 
ings on the preshowing of the new 
1938 Norge refrigerators was held 
by the Benjamin T. Crump Company, 
of Richmond, Va., distributors for 
Norge products, at the Hotel John 
Marshall recently. 

S. P. Cornick, sales manager of the 
major appliance division of the com- 
pany, conducted the meeting, which 
was attended by approximately 60 
dealers from this section of the State. 
Previous meetings had been held at 
Norfolk and in North Carolina. 


Mr. Cornick was assisted at Thurs- 
day’s session by W. M. Davis, south- 
eastern district manager for Norge. 
and the following men of the Crump 
company: J. G. Earnest Jr., manager 
of air conditioning and heating; W. 
E. Seaton, detail] manager, and A. L. 
Elliott, service manager. 


New Sales Supervisor For 
General Appliance Co. 


Charles N. Burks has been made 
sales supervisor of the General Ap- 
pliance Company, Charlotte, N. C., 
according to announcement by John 
Huffaker, president. For the past 
four years, Mr. Burks has been in 
Atlanta, Ga., as manager in charge 
of air conditioning and commercial 
refrigeration for Westinghouse. 


Riechman-Crosby Co. — 
Electrical Department 


The Riechman-Crosby Company. 
Memphis, Tenn., held a two-day sales 
meeting, February 17 and 18. Rich- 
ard Alcott, vice president and gen- 
eral manager, presided. 

Activities for the electrical depart- 
ment were stressed by H. S. Wright, 
manager of that department, who dis- 
cussed the kitchen ventilator and the 
attic ventilating fan business par- 
ticularly. L. A. Stevens, of the lamp 
division of the Westinghouse Electric 
and Manufacturing Company, and J. 
G. Wessels, factory representative for 
Hunter Fan and Ventilating Co., also 
appeared on the program. 

The electrical department of the 
firm is being expanded rapidly and 
announcement was made _ recently 
that C. T. Norton had joined the or- 
ganization as assistant manager of 
the electrical department. 


A. K. Sutton, Inc., Conducts 
Leonard Dealer Meetings 


Nearly two hundred and _ “fifty 
North Carolina Leonard refrigerator 
dealers attended the second annual 
meeting in Charlotte arranged by 
A. K. Sutton, Inc., Leonard distribu- 
tor for North and South Carolina. A 
similar meeting for South Carolina 
dealers was held recently in Colum- 
bia, S. C. 

Walter Jeffrey, advertising and 
sales promotion manager, and R. I. 
Petrie, general sales manager, both 
from the Detroit Leonard office, were 
presented to the dealers by E. S. Whit- 
lock, general sales manager of the 
distributing firm. 


Graybar Makes Service Awards 

Among the Graybar Electric Com- 
pany employees recently awarded 
service emblems for long years of 
service were L. E. Burford, manager 
of the Norfolk branch, W. D. White. 
assistant manager of the Dallas 
‘branch, H. H. Hobson, salesman of 
Richmond. All three of these em- 
ployees have completed 20 years’ of 
continuous service. 


Greensboro Wholesaler Awards 
Employee Bonus 

The Electric Supply and Equip- 
ment Company, Greensboro, N. C., 
wholesale distributors of electric ap- 
pliances, announced a 10 per cent 
wage bonus, in addition to a recently 
paid Christmas ponus, at its third 
annual meeting. H. M. Sutherland, 
president, and P. R. Fogleman, sec- 
retary-treasurer, were in charge of 
the employee-banquet held in cele- 
bration of completion of another suc- 
cessful business year. 


C. T. Norton, recently appointed assistant manager of the electric de- 
partment of Riechman-Crosby Co., Memphis, and H. S. Wright, man- 
ager, are shown at the left above. At the right, is the firm’s attractive 
showroom display of Allen-Bradley products. Paes : 





ELECTRICAL SOUTH for MARCH, 1938 





* + oY 
Frere 


———— — 
se Ae Orca ey, 
AOI De os Someta 

















The snug row of switches shown above effectively 
illustrates the close-banking features of Colt-Noark 


Safety Switches. Space required between cabinets has 
been reduced to an absolute minimum through the use 
of the newest type Colt-Noark operating handle. Flat 
in design, it allows the switches to be banked within an 
inch of each other . . . conserving valuable space 
. . « bringing the installation into a compact group. . . 
and making for greater efficiency and convenience. 


Colt-Noark Quadbreak and Dualbreak Safety Switches 
guarantee top notch performance . . as well as 
complete safety, long life and 2ttractive appearance. 
May we send you our complete catalog . . . with 
detailed information? 


.The unit shown above is a 
‘Type A 250-Volt Dualbreak 


Safety Switch .. . with Quick 
Make, Quick Break, inter- 
locking cover . . . and flat 
type operating handle. Type 
C Switches in 575 Volts also 
feature fiat type handle, 


Typical of the Type A 
575-Volt Quadbreak line is 
the switch shown above .. . 
with four breaks in each leg 
to reduce arcing to a mini- 
mum... Quick Make, Quick 
Break, interlocking cover... 
and flat type operating 
handle. 


COLT’S PATENT FIRE ARMS MFG. CO., Electrical Division, HARTFORD, CONN. 


COLT-NOARK 


SWITCHES INDUSTRIAL 


CONTROL 


EQUIPMENT 


FUSES 
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Dallas Branch G-E Supply Co. 
Occupies New Building 


Following consolidation of Electric 
Household Appliances, Inc., of Dal- 
las, Texas, formerly distributor for 
General Electric household and major 
appliances, with the General Electric 
Supply Corporation, which had been 
distributing only smaller General 
Electric appliances, an addition to 
the General Electric building in Dal- 
las was erected for occupancy by the 
Supply Corporation. 

All departments of the General 
Electric Supply Corporation for the 
district served out of Dallas are now 
consolidated in the one building 
located at 1811 North Lamar Street. 

A special feature of the new build- 
ing is the segregation of appliance 
displays into related groups. Dis- 
plays include refrigerators, washers 
and other household appliances, com- 
mercial appliances, radios, small ap- 
pliances and a model kitchen com- 
plete with range, water heater, re- 
frigerator, Disposall, ete. 

The Dallas district serves’ the 
greater part of the state of Texas, 
with branches at Houston, San An- 
tonio, Fort Worth and Abilene. Per- 
sonnel is as follows: Glen C. Wasson, 
district manager; L. Hoffmaster, 
assistant, appliance sales manager 
(Bridgeport products); Fred Staehle, 
Jr., assistant appliance sales man- 
ager (Cleveland products); H. R. 
Worthington, district supplies sales 
manager; and Harry Tolson, Jr., ad- 
vertising and sales promotion man- 
ager. 


New Distributors In South 
Announced For Universal 


Landers, Frary & Clark, manu- 
facturers of Universal appliances, an- 
nounced the appointment, recently, 
of the following new southern dis- 
tributors: Commonwealth Sales 
Corp., Richmond, Va.; Economy 
Electric Company, Atlanta, Ga.; and 
Miller Jackson Company, Oklahoma 
City, Okla. 

Many Universal distributors 
throughout the country are now pre- 
senting the new Universal Major Ap- 
pliance lines to the dealer trade 
through a series of dealer meetings. 
Among the distributors featuring 
such meetings are Glasgow Allison 
Company, Charlotte, N. C.; and 
Greer & Laing, Wheeling, W. Va. 

Among the recent visitors from the 
South at the Landers, Frary & Clark 
offices and plants in New Britain, 
Conn., for the purpose of previewing 
the new lines and to discuss 1938 
merchandising plans were Wheless 
Gambill, Gambill Distributing Com- 
pany, Nashville, Tenn.; L. H. 
Weishar, Greer & Laing, Wheeling, 
W. Va.; and H. Allison, J. C. Irwin, 
and F. E. Clinton, all of Glasgow- 
Allison Company, Charlotte, N. C. 
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Frigidaire’s National Advertising Starts 
February 15th in these publications: 


The Saturday Evening Post  Collier’s Better Homes & Gardens 
Ladies’ Home Journal Liberty Holland’s 

Woman’s Home Companion Life Household 

Good Housekeeping McCall's Woman's World 
American Magazine True Story Graduate Group 
American Home Cosmopolitan Electricity on the Farm 


Plus hundreds of the country’s leading newspapers . . . 
thousands of colorful billboards 
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Timely News of the 


ELECTRICAL MANUFACTURERS . . . 





Trumbull Company Holds School 
For Electrical Wholesalers 


Sixty-four wholesalers’ represen- 
tatives from fifty-five different or- 
ganizations located in fifty-two cities 
attended a two day sales school con- 
ducted by the Trumbull Electric Mfg. 
Co., in Cincinnati, January 13 to 14. 
The entire Trumbull field territorial 
sales organization as well as repre- 
sentatives from other principal offi- 
ces were also in attendance. 

Elmer Carlson, sales manager of 
the company’s Ludlow, Ky., office, 
supervised the sales meeting with the 
assistance of Sheldon Storer and 
Yale Chaney, both of the sales de- 
partment. 

The meeting was divided into ar 
general sessions. The first session 
included a discussion of motor start- 
ing switches, a review of the 1937 
National Electrical Code as applied 
to Trumbull products, industrial and 
general purpose switches and multi- 
breaker load centers. 

The second session included a re- 
view of sales promotion literature, 
Trumbull safety switches and cir- 
cuit breakers, open knife switches, 
Handi-lugs and Multi-lugs as develop- 
ed for panelboards. The entire third 
session was devoted to the subject of 
panelboards while the concluding 
session took up feeder distribution 
systems, Flex-A-Power, Buss-Wa, 
Trolley Closure and switchboards. 

An interesting feature of the meet- 
ing, was the written examination 
which followed each session’s discus- 
sion. All wholesalers’ representa- 
tives completed papers and _ execu- 
tives of the Trumbull company were 
agreeably surprised at the excellence 
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of the examination papers. Prizes 
were awarded for the highest marks. 

The sales meeting was concluded 
with a banquet attended by nearly 
one hundred, Selby Hill, Trumbull 
salesman from Georgia, was toast- 
master. Mr. Carlson presented the 
prizes and Robert C. Graves, director 
of sales, awarded the diplomas. 

Among the Trumbull field repre- 
sentatives in attendance were H. S. 
Hill. southeastern territory, E. E. 
Frost, Tennessee territory, and W. V. 
Fisk, Texas territory. H. M. Pow- 
ers, General Electric Supply Co., 
Miami; F. H. Camplejohn, General 
Electric Supply Co., Jacksonville, 
Fla.: C. S. Hackett, General Electric 
Supply Co., Altanta, and C. M. Cam- 
erson, Mathews Electric Supply Co., 
Birmingham, were among the rep- 
resentatives of southern wholesalers 
in attendance. 





Westinghouse Passes Millionth 
Refrigerator Milestone 


“Another milestone in the many 
achievements of Westinghouse in the 
electrical field,’’ was the comment 
of R. C. Cosgrove, manager of house- 
hold refrigeration sales, when West- 
inghouse manufactured its first mil- 
lionth refrigerator at its Mansfield, 
Chio, plant recently. Cosgrove stat- 
ed that he and other Westinghouse 
officials had turned their attention 
to “the second million,’’ and that in 
starting this second million the com- 
pany would hold to its ‘‘Basically Un- 
changed, Phenomenally Improved’”’ 
policy. 

It’s interesting to note that since 
its first refrigerator, produced only a 
Westinghouse has 


few years ago, 


4 
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As the 1,000,000th refrigerator comes down the production line, West- 
inghouse turns its attention to the second million . . pa 


made continuous advancements in 
the electric refrigerator industry, im- 
proving its position to one of the top 
rank. With an increase of 7.4% in 
1938, each year it made steady pro- 
gress to a 34% increase in 1937 over 
its first year in the business. This was 
43% ahead of its 1936 volume. 

“The outlook in the electric re- 
frigerator field continues to be 
ibright and it is felt that 1938 will 
equal 1937 when the industry sold a 
total of 2,350,000 units for United 
States and foreign consumption. Ad- 
hering to a policy of first having a 
thoroughly field tested product then 
expanding its distribution, Westing- 
house refrigerators are now sold by 
thousands of retailers, including 
major department stores, utilities, 
and specialty shops,’’ Cosgrove re- 
ports. 


Dallas Fan Manufacturers 
Form New Corporation 


The Southern Sales Company, 
Knight Manufacturing and _ Sales 
Company, and Dallas Engineering 
Company, all manufacturers of fans 
and other cooling devices and located 
in Dallas, Texas, were consolidated 
recently to form a new organization 
Which will be known as the Dallas 
Engineering Corporation. 

Officers of the new corporation, 
which will have its headquarters at 
1115 Hall Street, Dallas, are Melvin 
W. Jackson, president; Bernard 
Sonntag, vice president, and Harry 
Dedeaux, secretary-treasurer. Harry 
H. Knight is sales manager. 

It is said that under the new set-up 
the Dallas Engineering Corporation 
will be the largest independent fan 
manufacturing and selling organiza- 
tion in the United States. The 1938 
program of the company includes 
plant and equipment expansion; ad- 
dition of new warehouse stocks to 
include all principal cities in the 
country; introduction of a low-price 
line of circulators and exhaust fans; 
development and production of attic 
ventilators in standard sizes from 
36 inches to 48 inches; and market- 
ing on a national scale of the Cabinet 


Circulator, a new cooling fan which 


operates on the floor where the air 
is usually much cooler. 

Complete warehouse stocks are 
now carried in New York, Chicago, 
Seattle, Los Angeles, Kansas City, 
St. Louis, Atlanta, and Dallas. 





New Appleton Representative 


Howell M. McGaughey, long identi- 
fied with the electrical industry of 
the South has been appointed south- 
eastern representative for Appleton 
Electric Company, Chicago, and will 
make his headquarters at 203 Luckie 
Street, N. W., Atlanta. 
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Baltimore Representatives 


Hold Successful Show 


The Electrical Manufacturers Rep- 
resentatives Association of Balti- 
more, Maryland, held its Fourth An- 
nual Exhibit on February 15, 16 and 
17. This was by far the largest and 
most successful exhibit ever conduct- 
ed by the Association. All exhibit 
space was sold two months before the 
show. Sixty-two manufacturers were 
represented. 

The members of the Electrical Man- 
ufacturers Representatives Associa- 
tion are either direct representatives 
of manufacturers or manufacturers’ 
agents handling wirinz material and 
device lines, The Association coop- 
erates closely with wholesalers of 
Baltimore and has sixty-five mem- 
bers. The principal objective of the 
association is the promotion of higher 
standards of wiring and the use of 
standard equipment. 

tach year the Association holds a 
similar exhibit for electrical con- 
tractors, engineers, wholesalers, util- 
ity representatives, electrical inspec- 
tors and industrial engineers. The 
purpose of the exhibits is to bring 
before these various groups wiring 
material, devices and equipment which 
could not be exhibited conveniently 
otherwise except through catalogs 
and printed bulletins. The exhibit 
thus affords the entire electrical in- 
dustry in the vicinity of Baltimore an 
opportunity to see and examine new 


developments in the wiring equip- 
ment field. 


One interesting feature of the show 


is the method of inviting guests. In 
order to distribute the visitors over 
several days and to give exhibitors 
opportunity to explain their displays 
under the best conditions, each day 
is designated as a ‘‘special’’ day for 
some particular group. For example, 
on the first day special invitations 
were extended to wholesalers and 
utility representatives; the group in- 
vited the second day included elec- 
trical contractors and _ consulting 
engineers; and on the final day 
special invitations were extended to 
the remaining branches of the in- 
dustry. 

Throughout the three days of this 
exhibit there was a constant stream 
of electrical men passing through the 
exhibit hall. Visitors were register- 
ed from all over the state of Mary- 
land and District of Columbia. The 
displays were open from early morn- 
ing until 10:30 P. M. every evening. 

The newly officers of the Associa- 
tion who will serve during the year 
1938, some of whom are shown in 
the accompanying photograph, are 
as follows: Roger T. Hall, presi- 
dent; Leo T. McCourt, vice presi- 
dent; A. R. Simmons, secretary- 
treasurer; and R. G. (Monty) Mont- 
gomery, executive secretary. 


More than sixty manufacturers were represented at the annual electrical show of the 
Electrical Manufacturers’ Representatives Association of Baltimore held February 15 
to 17. Two views of the extensive exhibits are shown below. Above is a group show- 
ing officers and honored guests of the Association. From left to right, they are: 
G. H. Pouder, executive secretary, Baltimore Association of Commerce; C. C. Downie, 


chairman, Rules Committee, E.M.R.A.; 


R. G. Montgomery executive secretary, 


E.M.R.A.; General Warfield, president Baltimore Association of Commerce; R. F. Hall, 
president, E.M.R.A.; A. R. Simmons, secretary-treasurer, E.M.R.A.; Vernon Murphy, 


chairman, Publicity Committee, E.M.R.A.; 
ments Committee, E.M.R.A. 


and Wm. J. Batchler, chairman, Arrange- 





The following list of electri- 
cal manufacturers represented 
gives some idea of the compre- 
hensiveness of the show: 


Abolite Reflector Co. 
Adelphia Electric Co. 
Anderson Brass Works 
Appleton Electric Mfg. Co. 
Arrow-Hart & Hegeman Elec. (¢ 
Barber-Colman Co, 
Benjamin Electric Mfg. Co. 
Bryant Eectric Co. 

Bull Dog Elec. Products Co. 
Burndy Engineering Co. 
Bussman Mfg. Company 
Chase-Shawmut Co. 

Clark Controller Co. 

Clifton Conduit Co. 

Colt’s Patent Fire Arms Mfg, Co. 
Crescent Insulated Wire & Cable 
Crouse-Hinds Company 
Cutler-Hammer, Inc. 

Economy Fuse Company 
Edwards & Company 
Electrical South 

Enameled Metals Co. 

Frankel Connector Co. 
Gaynor Electric Co. 

General Electric Co. 

Gruber Bros. 

Hatfield Wire & Cable Co 
Heinemann Electric Co. 
Holtzer-Cabot Co. 

Idea Commutator Dresser Co. 
Illinois Elec. Porcelain Co. 
Ilsco Copper Tube Co. 
International Business Machines 
Jenkins Bros. 

Killark Elec. Mfg. Co. 
Kwikon Company 

Ohio Carbon Co. 

Okonite Co. (Tape Division) 
Palmer Elec. & Mfg. Co. 

Pass & Seymour 

John I. Paulding Co. 

Peerless Novelty Co. 
Providence Insulated Wire Co. 
Rattan Mfg. Co. 

Reliance Automatic Li:hting Co. 
Russell & Stoll 

Signal Elec. & Mfg. Co. 
Square D Company 

Steel & Tubes, Inc. 

Taplet Mfg. Co. 

Thermador Elec. Mfg. Co. 
Thomas & Betts Co. 

Trico Fuse Co. 

Trumbull Elec. Mfg. Co. 
Walker Bros. 

Leonard A. Weiller 

Weston Elec. Instrument Co. 
Wheeler Reflector Co. 
Wiremold Company 
Wright-Austin Co. 

Wolverine Tube Co. 

Daniel Woodhouse Co. 
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Invisible!... but so Vital in the Service Rendered 


Giant in the responsibility it bears, electrical wiring knows no weariness. Wiring 
it is that brings life to our electrical comforts... The well-wired house prides 


itself on Guardian Building Wire—a brand of significant QUALITY identification. 
x 


FLAME-RETARDING * MOISTURE-RESISTING 


Manufactured by GENERAL CABLE CORPORATION 

Sales Offices; Atlanta, Boston, Buffalo, Chicago, 
Cleveland, Dallas, Detroit, Los ‘ . 
Angeles, New York, Philadel- BRAIDED OR LEADED + COMPLETE SIZE RANGE + STOCKED AND SOLD BY ELECTRICAL WHOLESALERS EVERYWHERE ° 
phia, Pittsburgh, Rome, (N.Y.), 
St. Louis, San Francisco, 


Seattle, Washington, (D. C.). *TRADE MARK 
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Dieh! Celebrates 50th Sealer 
With Six-Day Conference . . 


Commencing the celebration of 
its Golden Anniversary the Diehl 
Manufacturing Company, Elizabeth- 
port, New Jersey, held a _ six-day 
general sales conference at the 
Elizabeth Plant in January. The 
conference was called by Frank B. 
Williams, Jr., vice president and 
sales manager to discuss plans for 
the sales promotion and advertising 
of the Company’s many electrical 
products, 

W. J. Jockers, assistant sales man- 
ager, announced that the business 
secured by the Company during the 
past had been very satisfactory and 
that the prospects for the current 
year looked promising for much 
wider and more intensive distribu- 
tion, with greater sales volume. 

The conference was attended by 
company officials, district managers, 
salesmen and sales representatives 
from all over the country, the men 
from the distant points in the West 
and in the South joining with those 
from nearby locations to secure 
the benefit of the stimulation and 
enthusiasm which these conferences 
bring to the Diehl sales organiza- 
tion annually. 

In addition to discussing plans 
for creating new business and study- 
ing the improvements in design and 
construction of the Company’s di- 
versified electrical products, the 
men in attendance were conducted 
on a tour through the plant to ob- 
serve in detail the many recent im- 
provements in production facilities 
and advanced manufacturing pro- 
cesses in which approximately 1500 
people are engaged. 


Bendix Increases Advertising 
Appropriation By $691,000 


An appropriation of $691,000 as 
the contribution of Bendix Home 
Appliances, Inc. to cooperative news- 
paper space with dealers, in addition 
to $1,000,000 already earmarked, 
for national advertising in 1938 has 
been announced by William H. Lein- 
inger, advertising manager. 

Aside from the cooperative sal 
which will be expended by the fac- 
tory at South Bend on a 50 percent 
of cost basis, Mr. Leininger said 
that $500,000 would go for nation- 
al advertising in 175 newspapers in 
145 cities; 2,000 billboards will be 
used throughout the country; and 
testimonial copy: featuring signed! 
statements of satisfied Bendix home 
laundry users will appear in double 
color spreads and black and white 
pages in many national magazines. 


Standard Electric Stove Co. 
Assumes New Name . 


Change in name of The Standard 
Electric Stove Company of Toledo, 
Ohio to the Standard Electric Manu- 
facuring Corporation, with immedi- 
ate expansion of manufacturing and 
sales activities on Standard electric 
ranges, has just been announced. 

Joseph W. Robinson, formerly 
president of the Libby Glass Com- 
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DiehI organization gathers to celebrate Fiftieth Anniversary 


pany of Toledo, identified with that 
important company in the glass 
field for twenty-five years until its 
sale to the Owens-Illinois Glass 
Company, has been elected president 
of the new Standard Corporation. 

Charles A. Pierson, president of 
the former Standard company, and 
widely known in the electric range 
industry, has been named vice-presi- 
dent in charge of manufacturing 
operations and research. 

Harry H. Venable, associated with 
Standard sales for many years, has 
been made advertising and _= sales 
manager. Ellsworth L. Tait, for- 
mer assistant treasurer of the Libbey 
Glass Company, has been appointed 
treasurer. 

The company is also preparing to 
expand its research department to 
include an extensive study in the 
general field of electrical appliances. 


Outstanding Young Engineers 
Chosen By Eta Kappa Nu 


Dr. Chauncey Guy Suits has been 
chosen as America’s outstanding 
young electrical éngineer for 1937 
iby Eta Kappa Nu, honorary electrical 
engineering association. Dr. Suits 
was selected from a list of 60 candi- 
dates of less than 35 years of age 
nominated by leading industrialists 
and educators. Presentation of the 
award was made at a dinner in New 
York in connection with the winter 
convention of the American Institute 
of Electrical Engineers. Three other 
men, Leonard LL. Carter, Philo T’. 
Farnsworth, and Clifford A. Faust, 
were cited for honorable mention. 

Dr. Suits has an outstanding record 
of accomplishment in his work at the 
General Electric Company, with 
which he became associated in 1930. 
He has made many contributions to 
the electric industry and many re- 
ports of his researches have been 
published in the technical press. 

Of the recipients of certificates of 
honorable mention, Leonard L. Car- 
ter is assistant chief engineer of the 





Anaconda Wire & Cable Company of 
Hastings-on-Hudson, New York. He 
has specialized in insulating mate- 





Leonard L. Carter 


rials for wires and cables and has 
been instrumental in improvements 
made in weather-proofed coverings 
for electrical conductors. 

Philo T. Farnsworth, president of 
the Farnsworth Television, Inc.. 
formed this company to carry out 
practical experiments which he has 
made in the television field. He is 
credited with being the first to in- 
vent and reduce to practice the elec- 
tron system of television, the first 
practical electron multiplier, the 
use of saw-toothed waves for scan- 
ning and the synchronizing system 
now generally employed in_ tele- 
vision. 

Clifford A. Faust of the advertis- 
ing department of the Ohio Brass 
Company, Mansfield, Ohio, has been 
connected with the publishing field 
for the greater part of the time since 
his graduation from Iowa State Col- 
lege in 1927. For eight years Mr. 
Faust was one of the editors of Tran- 
sit Journal. He also has been very 
active in organizing unemployed 
young engineers and assisting then 
to obtain positions. Mr. Faust is 
now in charge of utility advertising 
for the Ohio Brass Company. 





ELECTRICAL SOUTH for MARCH, 1938 


‘RP: Nehehaasio da so sen all aah eaaieaeeiaalia 


Rs ii at ss sae UN 


Kelvinator Lectric Ranges 








68 


Personnel Changes 
And Promotions . 


Ralph J. Cordiner has been ap- 


pointed manager of the appliance and | 


merchandise department of the Gen- 
eral Electric Company, effective im- 
mediately. The appointment was an- 
nounced by Charles E. Wilson, ex- 
ecutive vice president of the com- 
pany. As manager and as vice presi- 
dent in charge of appliance activities, 
Mr. Wilson has, until his recent elec- 
tion as executive vice president, him- 
self been actively in charge of this 
phase of General Electric’s business. 





Mr. Cordiner has served as assis- 
tant manager of the department 
since December, 1936. In his new 
position he will be responsible for 
the company’s entire appliance and 
merchandise operation, which in- 
eludes four major divisions—speci- 
alty appliances, household appliances, 
radio, and construction materials. 

* x oo 

L. P. Moyer of the General Elec- 
tric Company, Nela Park, Cleveland, 
is now in charge of magazine adver- 
tising for the Incandescent Lamp De- 
partment. He takes the place of J. 
W. Dunbar who transferred recently 
to the general company. 

For two years prior to advancing 
to his new position Mr. Moyer assist- 
ed Mr. Dunbar on lamp advertising. 
Previous to that he handled the 
creation and execution of promotion 
plans for lamp distributors. In 1927 
he was awarded first prize by the 
United Premium Sales & Service Co., 
Ine., of Chicago, when they sponsor- 
ed a national competition for sales 
contest plans. 

* ae a 

Announcement of the appointment 
of Jesse P. Johnson as commercial 
cooking and baking specialist in the 
Cleveland district of the Edison Gen- 
eral Electric Appliance Company has 
just been made by W. H. Bondurant, 
district manager in charge of the 
Cleveland office. 

Mr. Johnson formerly was head of 
the commercial cooking and baking 
department of the Tennessee Electric 
Power Company. Prior to joining 
this company, he served as a repre- 
sentative for the Frigidaire Corpora- 
tion in Alabama. He is a graduate 
of the University of Alabama. 

& * * 

Promotion of C. W: McMullen, as- 
sistant chief inspector, Frigidaire 
Division, General Motors Corpora- 








tion, to manager, standards division, 
was announced today by E. G. Biech- 
ler general manager. 

Mr. McMullen succeeds Harry M. 
Williams, who resigned to become 
director of research of the National 
Cash Register company. 

x a * 

Announcement has been made of 
the appointment of Kenneth C. Gif- 
ford as general sales manager of the 
Toastmaster Products Division of the 
McGraw Electric Company. 





Mr. Gifford will be in charge of 
sales for all Toastmaster products, 
and in addition, will be in charge of 
the advertising for all products. 

oa * * 

D. W. McLenegan, assistant com- 
mercial engineer of the General Elec- 
tric air conditioning department, has 
been named manager of the General 
Electric Air Conditioning Institute 
by J. J. Donovan, department man- 
ager. R. D. Wood will assist Mr. 
McLenegan with the institute activi- 
ties. 

The institute has been in existence 
for three years, during which time it 
has been the focal point for various 
independent studies related to heat- 
ing and air conditioning and _ the 
medium through which training 
activities have been carried on. 

Coincident with the new appoint- 
ments, Mr. Donovan announced that 
these activities will be considerably 
enlarged beginning immediately, 
with special emphasis on educational 
phases of its program, in an attempt 
to meet the demand for better-train- 
ed men in all phases of the air-con- 
ditioning industry. 

oo * “* 

Allis - Chalmers Manufacturing 
Company’s publicity department for 
power, electrical and—industrial ma- 
chinery now has two sections, effec- 


ELECTRICAL SOUTH for MARCH, 1938 


tive since January 15th. 

George Callos has been appointed 
assistant manager in charge of sales 
promotion embracing advertising, 
bulletins, exhibitions, house organs, 
etc. 

A. K. Birch has been appoined as- 
sistant manager in charge of market 
analysis, sales organization service 
embracing price books, data and 
sales information, and the distribu- 
tion of literature. 





Frigidaire Launches Extensive 
Advertising Campaign 


Frigidaire Division of General 
Motors Sales Corporation is moving 
its 1938 advertising schedule ahead 
and will launch, beginning February 
22, a year’s campaign in newspapers, 
magazines, outdoor, window display 
and radio spots that is described as 
“the fightingest Frigidaire adver- 
tising schedule ever released.” 

The entire campaign, according to 
Lee A. Clark, household advertising 
and promotion manager, has been 
pitched around the improvements in 
Frigidaire design that make for 
greater economy of operation, great- 
er convenience of features and the 
fact that a Frigidaire is an excellent 
buy even in less prosperous periods 
\because it is a purchase that literally 
pays for itself. 

Theme of the entire campaign, pav- 
ing the way for continuous sales ac- 
tivity by a national selling organiza- 
tion of more than 20,000 dealers, 
department and _ furniture _ stores, 
public utilities and salesmen, will be: 
“Save all four ways—or you may not 
save at all,’’ and will outline the four 
principal points of this year’s sales 
strategy on househol.! refrigerators 
—save more on current, save more 
on food, save more on ice and save 
more on upkeep.’’ 


Signal Electric Mfg. Co. 
Expands Factory ‘ 


To better serve its thousands of 
wholesale distributors, Signal Elec- 
tric Mfg. Co. has just completed and 
is now occupying a new addition to 
its factory at Menominee, Mich. 
The addition is a two-story brick 
building, providing 22,500 more 
square feet of floor space and will 
enable the company to increase its 
production and _ storage facilities. 
It is the second building addition in 
2 years that this company has erect- 
ed, because of the increased demand 
for its products, that include small 
fractional horse power motors, elect- 
ric fans, portable drills, bells and 
buzzers. 


Arnold Appointed Manager 
Atlanta District . . . . 


G. H. Arnold, connected with the 
electrical jobbing industry of’ the 
South for a number of years, having 
gained his first experience in this 
field} with the old Carter Electric 
Company of Atlanta, is now manager 
for the Atlanta district for Harvey 
Hubbell, Inc., and will make his head- 
quarters in Atlanta. 
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We serve 





the w 


* ees hustling center of business down- 


ole community 


and wiring materials for’ every 


home... 


town... busy factories along the railroad building or maintenance need... all these 


.. the are made readily available from Graybar. 


.is served by 


.cozy homes on the outskirts . 


whole community .. Graybar’s list of 60,000 electrical items 


OFFICES 


Graybar’s distribution of electrical supplies. 


Pole lines to carry electric light and power 
over the countryside ... street lights and 
Public Safety equipment for the city .. 


motors for industry ... appliances for the 


POLES 


Grayba aR wf. 


si  exeediive. OFFICES: 


IN 85 PRINCIPAL cise 


WIRE & CABLE 


amply meets every electrical need.Graybar’s 
system of nearby warehouses brings you 
what you want... where you want it. 

when you want it. And Graybar’s reputa- 


tion since 1869 is your assurance of reliability. 


PRA 
SI 
LIGHTING 


APPLIANCES TAPE 


Kf 


MOTORS 


TOOLS 


GRAYBAR BLDG., NEW “ORK 
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Premier Announces Spring 
Advertising Campaign . 


The Premier Division of Electric 
Vacuum Cleaner Co., Inc, Cleveland, 
Ohio, has just announced a Premier 
vacuum cleaner spring advertising 
campaign which will run in _ the 
American Weekly, beginning April 
24 with a full color page and fol- 
lowed by four black and white ads in 
the four following weekly issues 

Coincidental with the advertising 
campaign, Premier will offer a new 
1938 floor model PR 30 cleaner, list- 
ing regularly at $49.50 with a defi- 
nite trade-in allowance of $10, mak- 
ing the price to the consumer $39.50. 

For prospects not desiring the 
trade-in allowance, there will be in- 
cluded a $16.50 motor-driven-brush 
Premier Pic-Up hand cleaner. 

As a special inducement to get 
prospects to buy now, the company is 
offering in this campaign a two-posi- 
tion table or wall lamp complete with 
6-inch diffuser bowl, parchment 
shades and 100-watt G-E Mazda bulb, 
to each purchaser. 


Streamlined Styling Features 
Hotpoint Laundry Line 


Streamlined styling, all white 
finishes, more massive wringer posts, 
and a number of mechanical im- 
provements feature the new Hot- 
point washer line for 1938. Seven 
new washer models are included in 
the line. Five are of the wringer type, 
with and without pump; and two are 


of the spinner type. Also included 
in the line are three new ironers. 

The new line was designed by 
prominent modern designers. Tubs 
are bullet-shaped to present a more 
pleasing  strea 1 ined appearance. 
They are finishe@ in vitreous porce- 
lain inside and out, and mounted in 
rubber. The correct water level is 
marked in each model. Lovell wring- 
ers are used on all wringer type 
models. Wringers are equipped with 
a tension adjustment and emergency 
release bar. +3 

The improved Hotpoift Thrifti- 
vator is continued in the new washer. 
This is the washing principle which 
circulates clothes through three 
separate zones of washing action, in- 
suring absolute cleanliness. 

Included in the ironer line is an 
efficient wringer-post model, which 
fits all models of Hotpoint wringer- 
type washers, and two self-contained 
automatic rotary ironers in all-white 
finishes, with contrasting black toe- 
boards. 


Wide Range Of Models In 1938 
Kelvinator Laundry Line . 


Particular emphasis is being 
placed by Kelvinator on its new 1938 
Duplex two tub electric washer. 
Each of the two white tubs are 22 
inches in diameter and a little over 
13 inches in height and have a 
capacity of 18 gallons. They are 
equipped with “Fin-Flex’’ agitators. 
Between the two tubs is the exclusive 
Kelvinator ‘‘Pressure-ator’’ wringer. 
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STRAND + TELEPHONE WIRE 


SCIENTIFICALLY MADE TO 
MEET SPECIFIC DEMANDS 


@rapo Galvanized Steel Strand is produced from 
start to finish to meet the specific demands of the 
service for which it is intended. [Each wire used in 
forming a particular size and grade of strand is made 
from the same special steel, scientifically processed 
in the same way, uniformly galvanized by the @rapo 
Process. 
coating, tenaciously bonded to the wire by the Crapo 
method, withstands the abuse of construction, pro- 
vides lasting protection. 

@rapo Galvanized Strand and @Crapo Galvanized 
Telephone Wire constantly are setting new records 
for long, economical life and low maintenance costs. 
Ask your Jobber, or write direct! 


INDIANA STEEL & WIRE CO. 











The tough, heavy, pure zinc galvanized 


Muncie, - - Indiana 
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This is but one of eight washer 
models, which together with four 
ironers make Kelvinator’s 1938 
laundry equipment line the most 
complete on the market. 
Model 99A of Kelvinator’s 1938 
line of electric ironers, offers the 
finest equipment for the modern 
home laundry. It is completely en- 
cased in a beautiful pressed steel 
cabinet with acid resisting table top. 





Thermostats which are located at 
each end of the shoe mechanism, 
control the heat—high, medium and 
low. A_ selective knee lever and 
finger touch button control the shoe 
pressure. On all models the 
mechanism is quiet, sturdy and en- 
tirely enclosed. This is one of four 
Kelvinator 1938 ironer models de- 
signed to meet all types of household 
ironer requirements. 


Benjamin Floor Service Turnlox 
Eliminates Ladder Hazard 


Further improvement of the 
patented Benjamin “Turnlox’” hood 
construction permits the reflector and 
lamp to be quickly and easily cleaned 
without the use of ladders or the 
necessity for getting off the floor. 
New ‘Floor-Service Turnlox’” hoods 
are also available for use on older 
installations employing the regular 
“Turnlox’” reflectors. 

Benjamin ‘“Floor-Service Turnlox’’ 
permits easy removal of reflector, 
globe and lamp from the socket in 
one, quick 90° twist. The ‘‘Reflector 
Changer’, a light weight ingenious 
shaft and engaging device permits 
the operator, standing on the floor, 
to safely remove and replace the fix- 
ture at heights up to 18 feet. 

Electrical and mechanical connec- 
tions are made with the _ socket 
through a substantial three point, 
self centering, bayonet lock. Auto- 
matic polarizing contacts are a fea- 
ture of this design. Socket hoods 
which receive the detachable reflec- 
tor units are available in ceiling 
mount and pendant types. 
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But —— Deltabeston Wires and Cables don't belong 
in fancy frames. They are more at home in steel mills, 
power plants or central stations. In an environment of 
strenuous production schedules, heat and hurry, they 
prove their worth — time and time again. 

Two unique processes make Deltabeston more de- 


pendable. First, the asbestos insulation is PURIFIED. 


Harmful organic materials are removed. Then, this 


Purified Asbestos is FELTED to the conductors. 





MAGNET WIRE ¢ SWITCHBOARD WIRE « POWER CABLE ¢ CONTROL CABLE 


PICTURES OF DEPENDABILITY 


There's A Deltabeston Conductor For Every Purpose 





MELLEL 


ws) 
SS 


\ 


N 
N 
\ 
N 
N 
N 


a 


Gwe) 











ee “DEPENDABILITY” i: 


J 





[ “DEPENDABILITY” 








The results — higher dielectric strength, greater 
safety. The insulation is more flexible — doesn’t crack 
or break on sharp bends. Installation time is decreased, 
reliable years of service are added. 

Write for complete information and samples. Ad- 
dress Section Y-8203, Appliance and Merchandise Dept., 
General Electric Co., Bridgeport, Conn. Deltabeston 
Wires and Cables are distributed by General Electric 


Merchandise Distributors and Graybar Electric Co. 





STOVE WIRE ¢ FIXTURE WIRE ¢ BOILER ROOM WIRE 





GENERAL @ ELECTRIC 











Tt greater the efficiency of the tools you 
use, the more chance you have of meet- 
ing competition and making a profit on each 
job. That is why Greenlee Conduit Benders 
and Knockout Tools are so popular. They cut 
costs on every job and are liked by the men 
who use them. 


Hydraulic Conduit Benders 


Greenlee Hydraulic Conduit Benders insure 
profits, because they bend conduit quicker 
and easier than by other methods. In addi- 
tion, they make smooth, even bends, eliminat- 
ing many fittings and making it easy to pull 
in wire and cable. They are easy to take to 
the job, too, because they are readily portable. 


7 Knockout Tools 


Greenlee Knockout Punch- 
es and Cutters are time 
savers and profit makers, 
because they make it easy 
to enlarge holes in switch 
boxes, cabinets, etc. They 
form clean-cut holes 
quickly and accurately, 
without reaming or filing. 


er - 


Let Us Send Complete Information. 


GREENLEE TOOL CO. 
1707 Columbia Ave. 
ROCKFORD, ILLINOIS 


GREENLEE TOOL CO., 1707 Columbia Ave. 
Rockford, Illinois. 


Please send complete information on the fol- 
lowing: 


( Knockout Tools [] Conduit Benders 


My Jobber Is 
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G-E Silent Switch Now 
In Production . .. . 


After several years of develop- 
ment, General Electric’s construction 
material division at Bridgeport has 
placec¢! in production a new silent 
switch in which the contact is made 
and broken by the movement of mer- 
cury. This mercury switch was first 
announced more than a year ago by 
the Company’s research laboratory in 
Schenectady, 

More important to eventual users 
than the silent operation is the fact 


that the new switch, small and com- 
pact, has literally nothing to wear 
out. There is no spring that can be 
broken and no blades to hammer 
away. Actual switching elements 
have operated more than 65 million 
times in two years in a laboratory 
life test without failure. Some indi- 
cation of the possible applications 


New and old type switches side by 
side showing difference in size. . . 


of the new switch in a single field is 
given by the fact that approximately 
15 million house switches are pur- 
chased in the United States every 
year. 

The actual switching element in 
the new device is the size of a small 
coat button, composed of two metal 
disks sealed with glass, completely 
enclosing the mercury make-and- 
break of the switch. The switch 
casing and handle are of Textolite. 
Large binding screw heads will 
readily accommodate number 12 
wire. The switch can be installed in 
any standard switch box, and must 
be mounted vertically. 


Dolph’s New Baking Varnish 
Has Desirable Features 


A radically new type of synthetic 
gum base varnish has just been an- 
nounced by John C. Dolph Company, 
insulation specialists, Newark, N. J. 


This new product, known as 
Dolph’s- No. 154-B Synthite Black) 
Baking Varnish, composed of syn- 


thetic gums and selected drying oils, 
is recommended particularly for use 
on deep wound coils where thorough 
hardening is difficult to obtain with 
a conventional type varnish. 

It can be used on enamelled wire 
eoils to bind the wires together and 
it is ideally suited for use on coils 
that have been tightly wrapped with 
varnished tape. The finish pro- 
vided by this varnish is absolutely 
oil and waterproof. 

An outstanding characteristic of 
this varnish is its ability to cut down 
the time required for applying sev- 
eral coats. It is not necessary to give 
preliminary coats a long bake before 
applying additional coats. 

Samples of this new varnish will 
ibe supplied free of cost and without 
obligation upon request. 


New Fixture Hangers Introduced 
By Thomas and Betts Co. 


Two new types of malleable 
electric fixture hangers for use in 
wiring and hanging industrial light- 
ing units have been designed and are 
being offered by the Thomas and 
Betts Co., Elizabeth, New Jersey. 


The fixture hangers are flexible and 
contain a universal joint which al- 
lows the pendant to swing freely 18 
degrees in any direction, and also 
assures plumb hanging. The univer- 
sal joint is so designed that regard- 
less of the slant of the stem the con- 
nection with the box itself is virtu- 
ally dustproof. 

The two types are known as the 
“pall” type and the ‘‘cushion”’ type. 
The “cushion” type is similar to the 
“ball”? type but cantains a spring or 
cushion which completely supports 
the fixture. The spring allows flex- 
ibility in a vertical direction and so 
absorbs shocks caused by vibration 
or other factors. 


New Remote Control Bulletin 


A very unusual and comprehen- 
sive Bulletin on Remote Control 
Switches has just been issued by Au- 
tomatic Switch Company, New York 
City. It is profusely illustrated with 
most comprehensive drawings and 
photographs showing details or oper- 
ations, its accomplishment, advant- 
ages, etc. This is known as Bulletin 
920 A. A copy will be sent to any- 
one writing to the company. 
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Wet, lin FUNNY GUY 


... sont lets” 





“Salesmen say I’m a ‘funny guy’ . . . have an 
idea that I never take them seriously. Well, it’s 
all right with me if they keep on thinking so, 
because I’m a busy man and if I didn’t do some- 
thing to discourage these lads, they'd bother me 


all day long. 


“But I put aside that ‘protective mask’ of 
flippancy when I pick up my copy of ELECTRI- 
CAL SOUTH. Then I am serious enough. Those 
editors know my business. They keep me in 
touch with trends and developments and give me 
practical ideas about the many phases of the elec- 
trical industry of the South. And I read the ads, 
too, because I know they are in there because they 
have something to offer—not because they get 
editorial publicity. As a matter of fact, the ad- 
vertising in ELECTRICAL SOUTH gives me 
a good steer on which salesmen I should take 


seriously. 


“Is it any wonder that I willingly renew my 
subscription to ELECTRICAL SOUTH year after 


year?” 














TWO-ELEMENT 


SINGLE-DISK 
Watthour 
Meters 
are 


Sangamo Type L-2-§ 
Two-Element, Single- 
Disk, Socket Mounting 





L-2-A, 
Single- 
AN 


Sangamo Type 
Two-Element, 
Disk Meter in 


These meters 

be used on services ' 
either from network «<“ 

or other polyphase circuits. Bulletin 
No. 91 describes them in detail. 


SANGAMO 


ELECTRIC 
COMPANY 


SPRINGFIELD, ILLINOIS 

















Nesco Appoints Florida 
Sales Representative . 


National Enameling and Stamp- 
ing Company, Milwaukee, Wis., 
manufacturers of Nesco hot plates, 
casseroles, roasters and other home 
appliances, have just announced the 
appointment of Albert W._ Biggs, 
1414 S&S W. 22nd Terrace, Miami, 
Fla., as Florida representative. 

Mr. Biggs, who now represents 
Clifton Conduit Co., Jenkins Bros. 
Tape, Markel Electric Products, Inc., 
Cleveland Switchboard Co., and Kirk- 
man Engineering Corp., in the F'lor- 
ida territory, was formerly assistant 
sales manager for the Clifton Con- 
duit Company of New York City. 


New Automatic Stripper Will 
Not Crush Stranded Wire 


A new automatic wire stripper that 
will not crush stranded wire, has 
been added to the “E-Z’”’ wire strip- 
per line of the Ideal Commutator 
Dresser Company, Sycamore, Illinois. 

This new stripper is provided with 
a lever, which stops the return of the 
arms until the wire is removed after 
stripping, then it is snapped quickly 
back to normal. The stripper oper- 
ates in much the same manner as @ 
pair of pliers. 

It protects the operator’s hands 
and prevents nicking, cutting strands 
and waste of wire. It clamps, cuts 
insulation and automatically strips 
the wire with one squeeze of the 
handles. It requires no ‘“cocking’’ 

is always ready for use. 


New Wiremold Catalog 


The Wiremold Company, Hartford, 
Connecticut, has just issued ‘“‘Wire- 
mold Catalog and Wiring Guide, No. 
14.”’ This 100 page, pocket size pro- 
duct guide has been especially pre- 
pared for convenience and quick ref- 
erence. The book was divided into 
four sections which include product 
descriptions and installation methods 
for Wiremold surface wiring system, 
Wiremold lighting strip system, 
“Pancake” Wiremold overfloor sys- 
tem, and ‘“‘Plugmold’”’ Wiremold out- 
let system. Copies of the catalog are 
available upon request. 





New Insulating Product 


Micabond is the subject of an in- 
teresting booklet just released by the 
Continental-Diamond Fibre Com- 
pany, Newark, Delaware. This new 
product is an insulating material 
composed of mica which has more 
of the desirable characteristics of a 
perfect insulator than any other 
known substance. Micabond is made 
from small pieces of raw mica which 
are bonded together to make useful 
forms such as sheets, tubes, rings, 
tapes, etc. 

In addition to giving much gen- 
eral information on the subject of 
Micabond for insulating purposes, 
this booklet includes a table of dielec- 
tric properties, sizes and specifica- 
tions of the products available. 
Copies of the booklet may be obtain- 
ed upon request to the manufacturer. 
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Rugged Suspension Insulators 
Announced by O-B Co. 


Two rugged suspension insulators, 
one of petticoat design and one with y 
a smooth disc, have been announced Fs 
by the the Ohio Brass Company, 
Mansfield, Ohio. These insulators, 
known as Huskitypes, are provided 
with high impact resistance to mini- 
mize breakage from various forms of 
missiles and from _ possible rough 
handling during shipment and in- 
stallation. 





The petticoat-type is intended for 
use on lines which are subject to rock 
throwing and which demand an in- 
sulator with standard flashover 
values and full leakage distance. The | 





other type, designed to deflect mis- 

sils from its smooth under surface | 
without damaging the insulator, is i | 
for use on lines which are subject to | 
gunfire. The elimination of the | 
petticoats on the under side of this 

unit lowers the dry and wet flashover 

values only slightly. 





Spring Check-up 
Your First Consideration 
Should Be Their SAFETY 


er 1 
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Linemen’s lives are too valuable to risk with 
inadequate protection. It pays to discard in- 
ferior shields and replace with MARSHALL’S 
ONE-PIECE LINEMEN’S SHIELDS. Over 
1000 utilities now standardize on them and 
not one of them has suffered a loss of life. 
Write today for prices and details to Linemen 
Protector Co., 3300-15th St., Detroit, Mich. 


MARSHALL’S 


LINEMEN’S SHIELDS 
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WHETHER IT’S 
AN INDUSTRIAL 
JR STL ITF 
SUBSTATION.--- 
IF DESIGNED BY 


ELPECO AND EQUIPPED WITH OUR SWITCH- 
| GEAR IT SHOWS INDIVIDUAL CONSIDERATION 
OF YOUR PROBLEMS Ask For Questionnaire Form 


. THAT’S ELPECO It Will Save Us Both Time 
ELECTRIC POWER EQUIPMENT CORPORATION 


412 North 18th St. Philadelphia, Pa. 


PRACTICAL 


Modern — Economical 























lutely rustproof and weatherproof . . . double-strength 
glass window . . . Takes any standard single phase meter 


| | Popular die cast aluminum alloy meter cabinet . . . abso- 
up to 50 amperes. . . . Economical and highly serviceable. 





WALKE R& 


ELECTRICAL COMPANY 


ATLANTA, GEORGIA 
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Wiring Adequacy In 
Public Works 


(Continued from page 23) 


with spare circuit breakers. Due 
to the fact that the Highway De- 
partment owns the transformers, 
energy is purchased at approxi- 
mately nine mills per kwh which 
is quite a saving to the State. 
Ample wall sockets and floor 
plugs are provided throughout 
the building. Other wiring fea- 
tures include automatic door 
switches for the closets and pilot 
switches for remote and not eas- 
ily accessible equipment. One of 
the outstanding features is the 


Testing Laboratory wiring layou .s 


Each individual laboratory has an 
automatic circuit breaker panel. 
Any trouble can be corrected 
without leaving the premises of 
this laboratory. 

The signal system is outstand- 
ing for its capacity. Ample tele- 
phone, telegraph, and annunci- 
ator equipment can be instatled 
in any part of the building with- 
out crowding the conduits. The 
clock system which provides an 
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FORGED-IN STRENG 


BURNDY ENGINEERING CO., INC. 
@ REPRESENTED BY: 


Electron Engineering Co., New Orleans 
W. R. Calverley, Atlanta, Ga. 

Pat Baldwin, Inc., Tampa, Fla. 

J. P. Voight, Summerville, S .C. 





outlet in every room canbe oper- 
ated by a master control or di- 
rectly from a-c outlets. Tele- 
phone and radio communications 
can easily be established ‘in the 
auditorium of the building where 
important public functions may 
be held. 


Modern Lighting Featured 


The lighting throughout the 
building is distinctive and mod- 
ern. The portico lighting is such 
as to make the front columns of 
the building stand out in bold re- 
lief after dark. Lighting of the 
massive columns in front of the 
building is accomplished by 
means ‘of prismatically con- 
trolled light. Flush type bronze 
covered fixtures are used, there 
being 25 with an output of ap- 
proximately 5,000 watts. This 
gives sufficient light to the entry 
and in addition, silhouettes the 
columns at night giving an added 
attraction to the state civic cen- 
‘ter where the dome of the State 


- Capitol has been lighted for sev- 
,-eral years. 


Inside the building the lobby 
lighting lends architectural dis- 
tinction, being of the cove type 
with strip lighting between the 
beams. The coves are 30 feet 
long and each of the three carry 
twin sockets mounted on 16 inch 
centers. Twenty-five-watt lamps 
will be used in these sockets. The 
strip lighting fixtures are 30 feet 
long with the same inside con- 
struction. All exterior parts of 
the cove and. strip lighting fix- 
tures are of polished, natural 
finished * bronze. The foyer 
carries this same type of light- 
ing. 

Prismatically controlled light- 
ing is used in the passages and 
corridors of the first floor to give 
desired lighting on _ bulletin 
boards and murals. The lobbies 
in the basement, second and 
third floors are lighted by eight 
150-watt lamps, in. silvered glass 
reflectors mounted in ornamental 
conerete urns which match the 
building construction itself. The 
reflectors reflect the light 
against the ceiling giving except- 
ionally good indirect lighting. 

Lighting for the offices is of 
the totally indixect type. 
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fixtures are of spun aluminum, 
incorparating silvered glass re- 
flectors in their makeup. They 
were especially designed by the 
engineer to fit the architecture 
of the building, to increase the 
efficiency, and to permit easy 
cleaning. The intensity for most 
offices is 25 foot candles. The 
highest intensity of light is pro- 
vided in the drafting room and 
the accounting department. This 
can be varied from  approxi- 
mately 25 to 50 foot candles by 
the use of either 300- or 500-watt 
lamps. The accounting and 
drafting rooms’ lighting panels 
are remotely controlled by a mag- 
netic switch at the entrance to 
the room. Vapor-proof fixtures 
are used in the concrete moist 
room, a part of the laboratory. 

Ornamental bronze standards 
are mounted on the buttresses at 
the entrances of the building, 
giving sufficient light to make 
the building which is white con- 
crete stand out very picturesque- 
ly in the dark. 








Fine food, comfortable smartly ap- 
pointed rooms, friendly service. And 
yet over 50¢ of all rooms for $3.50 
or less single; $5.00 or less double. 
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SAINT LOUIS 


OF ALL ROOMS $ 
c ‘ 


OR LESS 
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TIME SWITCHES 8 495 


With capacities from 5 to 





va 








and up 
and Arrange- 
i ments of Circuits for 


@2 and up 
Every Effect. 


il For Detailed Information,. Write 


Automatie Elee. Mig. Co. 


MANKATO, MINN. 











EVERSTICK 
ANCHORS! 


New nut housing. Locks 
Anchor firmly on rod. 
Rod cannot slip thru 
Anchor when being in- 
stalled. 













Engineers appreciate Ever- 
stick features which assure 
safety, long life and ease 
of installation in any soil 
condition. 


A complete line with 3 types of expanding 
Anchors and rigid types of Cone Anchors. All 
sizes and holding capacities. Write for Ever- 
stick literature including new folder on Rural 
Electrification Lines. 


THE EVERSTICK ANCHOR CO. 


FAIRFIELD, 











IOWA = 
SUPER-SPEED 


SO mr RANGE UNITS 


“TWO-UNITS 
-IN-ONE’’ 
economy! 


Medium switch heats the inner 
ring unit only. Full switch, 
both ring units. This avoids 
wasted heat by providing the 
right size unit for any utensil. 
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Many other features help you 
sell Chromalox-equipped ranges. 
Write us. 


ATLANTA, Ga.—C. Bg + ey 1000 Peachtree St. DALLAS, bag 
Elgin B. Robertson, #215 N. Zangs Blvd. RALEIGH, N. C.—W. 
Phillips. OKLAHOMA CITY, Okla.—Paul Berry, 3128 N. W. 26 St 


EDWIN L. WIEGAND CO., 7600 Thomas Blvd., Pittsburgh, Pa 


INSURED For. PROFITS 


FAST-SELLING FEATURES 
— convenience—Easier opera- 
ion 

NATIONALLY ADVERTISED 
Leading Magazines—Sunday News- 
Papers. 

DEALER SALES HELPS 
Complete! Attractive! Free on 
Request. 

PROFIT PROTECTING POLICY 
Clean-cut Wholesaler-Retailer.. Dis- 
tribution. x 
Order From Your Wholesaler. ‘Write 
us for Free Dealer Helps. - 


HAMILTON BEACH CO., Racine. Wis. 
Division of Scovill Manufacturing Co 


HAMILTON BEACH Fooo mixer 
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7 to PROFIT 
WITH THE Right COOLER LINE 








It’s profitable for you to sell Pelco—the elec- 
tric beverage and beverage-food coolers that 
make their own floating ice, automatically as > 
needed. They give the user twice as much— 

that means profitable business for you. 


PELCO = 


BEVERAGE & BEVERAGE-FOOD 


COOLERS 


Here’s WHY You'll PROFIT with PELCO 
MARKET—Aotels, restaurants, taverns, lunch rooms— 
any place that sells bottled beverages and food—are 
all prospects. 

PERFORMANCE—Unequalled. Cools from room tem- 
perature to desired degree in 30 minutes. 

SALES and MERCHANDISING HELPS—Full factory 
cooperation and protection—strong national advertising. 
MANUFACTURING REFINEMENTS—9%-stage cold con- 
trol; super-power; sanitary enclosed coils; stainless 
steel hardware. A complete line. 

CASH IN on PELCO. Get all the FACTS now. 


Desk 0-38. Viwite 
Refrigeration Visiiscon 
PORTABLE ELEVATOR MFG. CO. 
BLOOMINGTON, ILLINOTS 
In Canada - UNIVERSAL COOLER CO-of Canada -Ltd 
BRANTFORD, ONTARIO 





















Address 
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Lighting Given Emphasis 
In Hotel Dining Salon 
(Continued from page 24) 


tion of lighted areas, we sought 
to create a room that would be 
formal, but not stiff; dignified, 
but still intimate, and attractive 
because of the use of new mate- 
rials. 

“For instance, the orchestra 
platform becomes one of the 
focal spots and is treated gener- 
ously with illumination which 
will always keep it one of the 
points of interest. In order to 
give life and action to the stage, 
mobile colored lighting was in- 
troduced. 

“The area above the dance 
floor was treated as a luminous 
panel extending from the orches- 
tra platform to the rear of the 
room, thereby tieing the room to- 
gether and creating an iridescent 
panel which can be varied in tone 
and color according to the tem- 
perament and nature of the hour. 

“Glass brick panels were used 
at regular intervals along the 
outside wall, but daylight was 
shut out by covering over the 
outside sash with aluminum 
paint in order that we might bet- 
ter control the lighting effecis 
and general atmosphere of the 
room by electric illumination. 
The glass brick have the quality 
of scintillating sparkle with in- 
tensities not too strong, still in 
the background. 

“A secondary note of interest 
was developed by bathing with 
light a mural panel at the rear 
of the room. Still rings with 
amber tones penetrating to the 
outer periphery helps to supple- 
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ment the lighting when the rest 
of the room lights are dimmed 
for special orchestra numbers 
and for moonlight and romantic 
settings. 

“The main entrance projecting 
into the lobby was given special 
emphasis and consideration be- 
cause it was imperative and nec- 
essary to attract the visitors 
without becoming vulgar and too 
emphatic. The effect accom- 
plished with glass brick pillars 
leaves no doubt, in a subtle and 
attractive way, that here exists 
a room that must be interesting. 

“The public is very sensitive 
to the effect of light and the ul- 
timate results might be ruinous 
if color harmonies and _ intensi- 
ties are not properly balanced.” 

In addition to making the Ma- 
rine Room Tulsa’s brightest din- 
ing spot and eliminating a room 
that was operated consistently at 
a loss, it is pointed out by Frank 
Bently, Mayo manager, that there 
was another advantage involved. 

The original lofty dining room 
was cut in two on a horizontal 
plane, the Marine Room now 
forming the lower half. Immed- 
iately above and opening on the 
mezzanine floor is a new room 
with a seating capacity of 300. 
It is used regularly for convent- 
ions and meetings of all kinds. 


Brush And Commutator 


Service Hints , 
(Continued from page 55) 


brushes should be _ thoroughly 
fitted to the curve of the commu- 
tator before the motor is put into 
duty. The modern way of seat- 
ing brushes takes but few brief 





MASTER-LIGHT TYPE “T” 


MOUNTS ON REPAIR CAR ROOF 
‘‘Just Point The Pistol Handle’’ 


A an Searchlight for Trucks and 
Finis 


Repair 
ed in black enamel and chromium plate. 


Cars. 


ONLY SPOTLIGHT MADE ESPECIALLY FOR PUBLIC UTILITIES 
Mounts on top of car, controls from inside by pointing the pistol 


handle. 


Mile-Away beam, upward to any height or down. 


Light revolves in a complete circle and projects a powerful 


Made for locating 


and repairing breaks in line. Does not interfere with headroom in car. 
Operates from car battery, positively stays in required pouition re- 


gardiess of vibration on rough 


roads. Ideal fog or gutter 


light. 


Write today for information regarding complete line of Master-Lights. 


CARPENTER MANUFACTURING CO. 


179 SIDNEY ST. 


CAMBRIDGE, MASSACHUSETTS 


moments, and this chore should 
not be neglected. 

The best way of seating 
brushes as found by this repair- 
man, is by the use of brush seater 
material in cake form. This ma- 
terial is non-metallic and non- 
conductive, and will not harm 
commutator or insulation. The 
residue can be blown out of the 
motor after the seating is com- 
pleted. A block of the seater is 
pressed against the commutator 
while the motor is running, and 
the resulting powder travels un- 
der the brush and quickly grinds 
it to a perfect seat. 

If arcing persists after the 
commutator has been resurfaced 
and new brushes have been seat- 
ed, the cause will generally be in 
the armature winding, in the 
short circuiting device in the 
case of a repulsion-induction mo- 
tor, or in improper brush setting. 
These conditions are easier to lo- 
cate after the commutator sur- 
face and the brushes are known 
to be in good operating condition. 








SAINT LOUVIS 








MAKERS OF WORLD’S ONLY COMPLETE LINE OF HIGH POWER HAND SEARCHLIGHTS 
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Plus Lighting Value 


GETS THE 
CONTRACT 


Every merchant knows that more light means 
more sales. That’s why contractors find Sterling 
Lite-Flo Reflectors such a powerful ally in closing 
lighting contracts. 


Through the Sterlinn Lite-Flo Stipple and oth- 
design improvements, these remarkable reflectors 
have more than doubled lighting intensities in thou- 
sands of show windows—using the same lamps— 
the same current—the same operating cost. 

Write today for catalog on the Complete Sterling Line. It's 
the key to new commercial lighting business. 


Disrict Representative, Stafford L. Jones, 
2809 Canton St., Dallas, Carries Stock. 








REFLECTOR & ILLUMINATING CO. 


CHICAGO 


1431 W Hubbard St 











DAVEY LINE CLEARING SERVICE 


Competent Men 


Good work can be done only by good men. Davey men are 
painstakingly selected. They are all: 


@ Tactful 

@ Specially Trained 
@ Resourceful 

@ Well Supervised 


Southern headquarters for Davey men is at Atlanta, 231 
Healey Building—Phone Walnut 6927. 


THE DAVEY TREE EXPERT CO., Kent, Ohio 
DAVEY TREE SERVICE 








TORK CLOCKS 


‘Window Lighting, Signs, Heating, 
Ventilating and Air Conditioning. 
Portable Models for Radios and Cookers 


$9.75 and up 


WRITE FOR BULLETINS 


Henry W. Clower 


36 Alabama Street Atlanta, Ga. 
The Tork Clock Co., Inc., Mount Vernon, New York 

















the THAW IS HERE! 


Through the winter, G-E national advertising has 
been building up demand which is ready now 
to be turned into sales. 


Customers you may not have seen in months 
have felt the force of this demand — have left 
other stores because they didn’t carry General 
Electric Heating Devices. 


These customers are thawed out” and looking to 

g 
you —-- for a chance to see the new General Elec- 
tric Heating Devices. 


Remember — no other brand of heating devices 
means so much to customers as the General Elec- 
tric Line. You can sell every heating device they 
need produced by 
one manufacturer, 
finished and styled 
to perfection and 
backed by one uni- 
form, straight - for- 
ward guarantee. 
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SALES HINT-OF-THE-MONTH 


The Bisquick Contest has been flourishing for several weeks. 
Thousands of grocery stores have tied-in with the Bisquick 
Contest featuring the G-E Roanoke Waffle Iron. Bisquick daily 
broadcasts have featured this mammoth promotion for five 
weeks. 4,000 General Electric Roanoke Waffle Irons will be 
given away as prize awards. Non-winning contestants will 
receive certificates of $1.00 value toward the purchase of 
a General Electric Roanoke Waffle Iron. Plan now to redeem 
your share of these certificates. Display the Roanoke Waffle 
Iron with the Bisquick poster. Make sure your stock of this 


waffle iron is adequate. 


GENERAL @ ELECTRIC 
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The Advertisers’ Index is published as a convenience, and not as a part of the advertising contract. 
Every care will be taken to index correctly. No allowance will be made for errors or failure to insert. 
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